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Thirty-first Annual Statement, January 1,'1924 


Illinois Life Insurance Company 


CHICAGO 
JAMES W. STEVENS, Founder 


GREATEST ILLINOIS COMPANY 


LIABILITIES 

..3 4,867 ,906.03 Death losses due and unpaid - None 

U. S. Liberty Bonds........... ...  1,193,684.50 Death Losses in process of payment and 
Cash in Offices and Banks (at int., proofs of loss not yet completed. .$ 64.455.00 

$213,519.99) wins 256,420.28 Reserve to cover amounts not yet due 
Real Estate, Unincumbered i 1,988,533.60 on Instalment Policies........ 69,839.22 

First Mortgages on Real Estate and Col Legal Reserve to protect outstanding 

lateral Loans aeianieakin wa 11,452,077 00 policies as computed by the Illinois 
loans to Policyholders not exceeding Insurance Department - 19,207,846.00 
Reserve, fully secured by policies 3,169,772.53 ’remiums and Interest paid in advance 83,161.24 
\ccrued Interest - 233,030.50 Miscellaneous Liabilities . . ; 160,119.77 
Net Deferred Premiums and premiums Survivorship Investment Funds 1.879,106.02 
in course of collection (less expense Reserve for Contingent Liabilities. .. 207,716.89 
loading on same), wholly secured Capital and Surplus , 2,036,688.47 


bv legal reserve and other credits 547 508.17 


$23,708,932.61 $23.708.932.61 


Payments to Policyholders and Beneficiaries since Organization, $24,940,555.79 


FIVE YEARS RECORD 


Ending Dec. 31, 1 Year Ending Dec. 31, 1923 INCREASE 

Interest Income $ 752,813.10 $ 1,168,288.40 $ 415.475.30 
Premium Income 2,817,845.45 +,341,381.42 1 523,535.97 
Admitted Assets ... 15,419,825.57 23,708,932.61 * 289,107.04 


Insurance in force 90,043,984 .82 150,301 990.62 60,258,005 .80 


Home Office of the Company 


Illinois Life Building, 1212 Lake Shore Drive 


The ILLINOIS LIFE is the Dean of the Legal Reserve Life Insurance Companies of Illinois 
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PEORIA LIFE 


INSURANCE COMPANY 


offers to its agents 
a& program of constant 
all~year~round service ~ the 
practical kind of service that 
makes them successful 
and prosperous. 








SJ) (UUM ECU 


c 



























Co-operation 
Headquarters 


Peoria Life Home Office Building 


Joseph F. Skrinar 


A hustling Peoria Life man—he 
always has plenty of “‘bacon. 
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Cooperation That Counts 


March winds may blow and skies be overcast, but Peoria Life agents are 
The campaign to “Bring Home the Bacon’’ which started 
February first is in full swing. Every Peoria Life agent is absorbed in a most 
useful—-and most profitable—occupation. He is busily engaged in amassing 
the greatest possible volume of “‘bacon’’-yielding business. 











in high spirits. 






































The climax comes at the close of the month with the “Pig Market” in 
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every state. “Silver Dollar Day,” it is called in the Agency Force, because 
at this time every agent redeems his ‘ bacon’’ for new shiny silver dollars. 


Interesting though the silver dollar feature is, it is not by any means the 
main consideration. The program calls for inspiring meetings and practical 
discussions. From the Home Office come the officers of the Company to rub 
shoulders and exchange views with the agents, as they frequently do through- 
out the year. It is an occasion of good fellowship, a fitting close to the first 
quarter of the year, an inspiration to further_efforts. 


March is always one of the biggest months in the calendar for Peoria 
Life agents. It brings them big business. More than that: with the helpful 
cooperation of their Company, it sets them on the way to greater results and 
more complete success. 
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THRIFT IS COMBINED 
WITH THE GROUP PLAN 


Retirement Annuity Encourages 


the Individual to Save Some 
of His Earnings 


GRAHAM GIVES HIS VIEW 


Old Age Pension System Is One That 
Will Appeal to the Employer 
and Employe 


NEW YORK, March 12.—William J. 
Graham, second vice president of the 
Equitable of New York, who has dur- 
ing the past year devoted considerable 
time to work, 
during 1924 again give a great deal oi 
to the 


agency department will 


attention group department of 
the Equitable. 

In commenting 
tion, Mr. 
chief developments in group insurance to 
be watched is that of thrift. One of the 
chief services to be performed by group 
insurance is that of giving the employe 
an opportunity to The Equitable 
plan of thrift with group insurance is 
given through the group retirement an- 
nuity, which is a combination thrift and 
pension plan designed to organize the 


on the group situa 


Graham said, “One of the 


Save. 


employes in any one plant tor a sys- 
tematic saving. It is well known tha 
saving is successful only when there is 


a spending objective. 


Retirement Annuity 


“The old age annuity is the spending 
objective in this thrift plan The flexi 
bility of the retirement annuity is such 
as to encourage the individual to save, 
because the premiums can be applied in 


the purchase of a retirement annuity 
or a refund annuity. The annuity can 
be started any time between ages ot 50 
and 70 being larger if initiated in later 
years. The plan allows a greater flexi- 
bility on account of loan values, a part 


of the cash value being available as 
1 loan in case of any transcending neces- 
sity The Equitable issues this torm of 
contract either to individuals or in 
groups The sale of this contract to 


individuals has exceeded the expecta- 
tions of the Equitable. The the 
employer organizing for the sale of this 


idea ot 


thrift contract is a newer application 
of the same principle.” 
Equitable’s Thrift Plan 

The retirement annuity is a combina 
tion of (1) a pension plan enabling em- 
plovers to provide old age or disability 
pensions for emploves, and (2) a savings 
plan to encourage employes to cooperate 
mn Saving s\ stematically Tor their own 
old age. To elaborate, the plan conten 
plates: 

(a) Payment of the emplover of a 
stipulated sum annually in behalf of 
each employe to be pensioned; 

(b) A similar or proportionate pay 


ment by the employe; 
Application of the 
(CONTINUED ON 
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COMMENT ON RECENT DECISIONS 
INVOLVING THE INCONTESTABLE CLAUSE 











ILLIAM ROSS KING of 
WV Omaha, editor of the “Legal 
Bulletin” of the American Life 
Convention, has at the request of Tut 
NATIONAL UNDERWRITER reviewed recent 
court decisions on the question of what 
is a contest within the provisions of the 
contestable clause Mr. King says 
Since the decision of the United 
States Supreme Court in the case of 
Mutual Life vs. Hurni Packing Com- 
pany last November (44 S. Ct. 90) there 


has been a veritable flood of decisions 
dealing with the discovery of fraul on 
the part of the insured atter his death, 
when death occurs before the end of 
the contestable period 

The Supreme Court ruled that a life 
company, when it discovers such fraud 
for the first time trom statements in the 
proots of death, must contest the pol 
icy within the prescribed period. The 


fact that the insured has died within the 
contestable period does not obviate the 








necessity of so doing These recent 
decisions by both federal and state 
courts agree upon this general propo 
sition: Jefferson Standard Life vs. Kee 
ton, 294 Fed. 53 (C. C. A., 4th Circuit); 
Northwestern Mutual Life vs. Picker 
ing, 293 Fed. 496, (Circuit Ct. of Ap 
peals, Sth Circuit); Mutual Life vs 
Rose, 294 Fed 1 District Court 
(Ky.); Frierman vs. Eureka Life, (Pa.); 
Mutual Life vs. Weigmann, (Mo.): Mis 
souri State Life vs. Cranford, 257 S. W 
66 (Ark.): Humpston vs. State Mutua! 
Life, 256 S. W. 438, (Tenn.): Mutual 
Life vs. Stevens, 195 N. W. 913 (Minn.) 
(Contra 


Company Took Affirmative Action 


some of these cases the insure 
court—not by 
pudiating the policy and tendering back 


In 


“contested” in merely re 


the premiums. The Keeton, Weigmann 
and Stevens cases are examples ot 
where the company took afhrmative ac 
tion by bringing a suit in equity to cal 
cel the policy betore the expiration « 


the contestable pe riod 


ni Packing Company, Pickering, Cran 
ford, Frierman and Humpston cases the 
companies “contested,” so far as court 
action was concerned, by pleading the 
fraud as a detense to suits on the poli 
cies after the pe riod was up, based usu 


however, upon a repudiation of 


| ediate ly upon 


ally, 
the policy im the discov 


ery of fraud and within the contestable 
period rhe situation in this latter 
class of cases therefore presents the 
question of what is a sufhcient act ot 
contest These five cases ill decided 
witht the last few months three of 
then since the decision of the United 
states Supreme ( ourt ( livided 
opimmot 
Question Not Ruled on 

It has beet pointed out that this 
quest was not ruled the 
UL. S. Supreme Court s recent de 
cision in the Hurni Packing C 
Case because t was there nd that 
the epudiation itself was t icle iW 
til more than two vears after the date 
of the polic althougl less than tw 
vears from the date of deliver ind less 
than tw years its actual exec 
tior 

The lecisi P ludge ( 





District of Kentucky 
involved a suit to cancel 
brought during the lite time ot 
the 


’ ' 
ation 


alter 


expr 





the contestable there 
held that suit even 
ifter the perio¢ cause 
the action of the ptly 
repudiating and ntract 
during the contestable period was a sul 


in 
review ol 
extensive dis 


hcient act of contest 


Che decision 
this t 


contains a lengthy 
authorities and 


principle 


case 
earhier 


cussion on 


the 


Effect of a Cancellation Notice 


rhe conclusion reached is that a pol 
is avoided by notice of cancellation 
within the contestable period. Later 
court action after the period has ex- 
pired, is merely to establish the ter 
mination of the contract rhe object 
of the incontestable clause is to pre 
vent the postponement of litigation as 
to the validity of the policy, not only 
until after the death of the insured, but 
until atter the lapse of a short period 
after the execution of the policy In 
other words, it is to enable the insured 
to have a hand in such | and 


litigation, 
that, shortly after such execution 


cy 


Supported by Pennsylvania Decision 


In case the insurer takes to re 
scind the policy on the ground of fraud 
will bring about its 
the contestable period, the in 
sured does not have to wait until the 
insurer brings suit to cancel the policy 
based upon such rescission. So reasons 


steps 


such as rescission 


within 


the Kentucky Federal Court, and it is 
apparently supported in this position by 
the supreme court of Pennsylvania in 
the Frierman case in an opinion filed 
Feb. 25, 1924 

Arkansas Supreme Court Case 


On the other hand the supreme court 
of Arkansas in Missouri State Life vs 
Cranford, decided Jan. 14, 1924, holds 


that the insurer cannot be held to have 
contested a policy until it has acted in 
the premises and action on the part of 


insurer in notifying the beneficiary that 
it did recognize liability on account 


of fraud and tendering back the premi 


not 


ums, fell short of a contest. In order 
to contest the policy the company was 
required to file an answer or if no suit 
was instituted within the contestable 
period to bring an action in equity to 
cancel the policy 
Northwestern Mutual Case 

To the same effect was the decisior 
in Northwestern Mutual Life vs. Pick 
} ering heretofore cited, wherein the 
United States Court %f Appeals Stl 
Circuit said that a contest “imports 
litigation, the invoking of judicial sanc 
tion to cancel or prevent the enforce 
ment of the policy. * * * a mere de 


repudiation of the its 


insurer of 


] ty under the policy, accompanied 
| a tender of the premiums paid is 
not a contest within the meaning of 
the provision. To the same effect is 
the decision by the supreme court of 
Tennessee in the Humpston case, de 
cided Dec. 22, 1923 

While theoretically a contract of in- 

(CONTINUTED ON PAGE 32) 
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WILL SEEK REGULAR 
PART TIME AGENTS 


Some Companies Say There Is a 
Legitimate Field for These 
Salesmen 


DR. E. G. SIMMONS’ VIEWS 


Pan American Life Will 


Magazine for Men Working on 
This Basis 


Advertise in 


Some company executives are coming 
out very strongly in favor of the legit 
imate part time agent. That is, they de 
clare there is a legitimate part time 
agent as distinctive from the one-case 





Vice-President 


SIMMONS 


Pan-American 


Life 


man or the iellow who is lhcensed by a 


concern so that a few peopl can wget the 


Phe 


be 


commission off legitimate part 


who 
the 


timer is held to one gives a 


certain number of hours to solicit 


ing of business, who keeps the commis 
not interested 
benefit 


but himself and who delivers a mini- 


who is 


the 


sion himself in 


being licensed for of anyone 


else 


num amount ot business each 





Dr. FE. G. Simmons’ Views 


Dr. E.G 
general 
Life, 


throughout = the 


Simu t and 
American 
trip 
the 
his 
bid 
agent He 
duction at $20,000 
American Life he 
in taking 
companies It is interested 
in recruiting salesmen from other lines 
Therefore the company is beginning an 
idvertising campaign partly institutional 
boost to life insurance and partly 


vice presiden 

manager the Pan 

just completing a 
Pacific and 
held that 


making aA strong 


hnons 
ol 
who is 
coast 
dec lares 


central westert 


tor the legitimate part time 


puts the mimimum pre 
The Pan 
not interested 


Says, 18 agent 


om other 


is a 
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to attract salesmen to its ranks. It will 
advertise in the American Magazine and 
Literary Digest and has contracted for 
advertising m_the so-called “all fiction 
field.” This. includes Everybody’s, 
Ainslee’s, Short Stories, Munsey’s, Ad- 
venture, Popular Magazine, Western 
Love 


Story, Peoples, Detective Story, 
Story, Top-Notch Magazine, and Ar 
gosy All-Story. 


Will Make Bid for Men 

Dr. Simmons has had the advertising 
gotten up by an advertising agency 
Part of the advertisement will be de- 
voted to a brief explanation of the Pan 
American Life policies but the greater 
part will be used to present the attrac 
tiveness of the Pan-American Life to 
agents 

Dr. Simmons said that these part tim 
ers will only be employed after a care 
ful investigation to ascertain 
they are entering the business with hon 
est intentions. They will be required to 


furnish a bond in the National Surety 
which bonds all the Pan-American 
agents and he will finally “O.K.” the 
appointment Dr. Simmons said that 


the policy of the Pan-American with re- 
gard to hiring agents from other com- 
panies is that only such men will be em 
ployed when the Pan-American Life 
feels that it has something to offer that 
is more attractive and bigger than the 
company with which the agent is now 
employed Furthermore, no negotia 
tions will be started until the consent ot 
the company is first secured, 


Situation of Newer Companies 


Dr. Simmons said that some of the 
large general agencies and some of the 
companies promoting chiefly big city 
business have been using propaganda to 
spread the gospel of the full time agent 
He believes in the full time agent, but 
he said it is impossible for the medium 
sized and smaller companies to exist on 
that system. The big companies with 
large collection and other emolu 
ments can offer sufficient attractions to 
men to get them to give their full time 
to the business. They can furnish names 
of policyholders to agents Such a 
company has been operating in the field 
for a long time and is well known 

Dr. Simmons said: “Where a company 
has prestige, long service in a commun 
ity and valuable collection fees, the gen 
eral agent has something to offer to a 
full time man. He does not have to g 
out with nothing but his own resources 


Fields 


1ces 


Working in New 


“The Pan-American Life general 
agents have not the old policyholders to 
work on because we are pioneering in 
most of our field. We realize the fact, 
however, that we can secure business 
through part time men who require no 


financing. They have their own jobs 
and simply give us a portion of then 
time. Naturally we want to convert 
these men into whole time if we can 
We do feel however, that our business 


can be augmented through this source 
We want to make it thoroughly under 
stood that we are absolutely opposed to 
the ‘spotter’ system. Some socalled 
whole time agents have ‘spotters’ located 
in department stores, barber shops and 
other places We believe that this { 
practice detrimental to the business All 
part time men will be licensed 
will be known agents 
will be no ‘spotters.’ 


1s 


our 
They 
I he re 


as 


Attitude Toward Associations 


I have instructed our representatives 
to retire from all local life underwriters 
where there rule pro 
members or prohibit 


associations is a 
hibiting part time 
ing general agents trom employing part 
time people. We cannot conscientiously 
local organizations that op 
adopting 
ot the 
ovement 
legitimate 


support are 
posing the system that we 
We are heart and soul in 

hfe underwriters ;ssociation n 
Hlowe ver, the 
part time 
very strong 
our service 


are 


lavor 


believe in 
system and intend to drive 
to recruit time men i 
We will have a correspond 
consisting of 


we 


part 


ents school of instruction, 
20 lessons and will require all our new | motin 
agents to take it We will require a 


"aia 


whether | 


THE NATIONAI 


deposit when this is delivered and the 
deposit will be refunded if the kit is re- 
turned to us in good order after a cer- 
tain amount of business has been writ- 
ten 


Can Add to Their Income 


“We realize the fact that there are 
1 number of people in various positions 
that can add to their income. They can 
work at odd hours very effectively 
They have the acquaintance and would 
with coaching make good life insurance 
salesmen. We are after those people. 


If a man can finance himself and be 
lieves that he can make a success by 
giving his whole time to life insurance 


work we will encourage him to that end 
We are going to do everything we can 
to develop and educate these new men 
are putting on.” 

Other companies are branching out in 
a similar way believing that the part 
time plan, particularly in the country 
districts, must be followed. In the cities 
the older and larger companies can carry 
on their work to good advantage on the 
whole time basis. The small and newer 
companies claim that they have to re- 
sort to the part time plan to secure busi 


we 


ness. 


J. B. Reynolds’ Views 


The employment of part time agents 
under certain circumstances was de 
fended by President J. B. Reynolds oi 
the Kansas City Life, who is also presi- 
dent of the American Life Convention, 
in an informal talk given last week be- 
fore the Health & Accident Underwrit- 
ers’ Conference at its mid-winter meet 


ing in Chicago last week. Mr. Rey- 
nolds in that respect took issue with 
some of the previous speakers at the 


meeting He declared that he was a 
strong believer in the education of sales 
men, but said that conditions exist in 
some localities, as a result of which the 
oretical practice is not practical prac 
tice. 
where the part time man is essential. In 
“one-call” salesmen, also men 
tioned by a previous speaker, he said 
that there are some conditions where 
one call is about all that the agent has 
a chance to make. He suggested that 
in outlining plans for educational work, 
the question of whether the agent was 
working in congested or sparsely settled 
territory should be considered. 


regard to 


Brought Up by Grant 


The question of part time agents was 


first brought up at the meeting in the 
address given by W. T. Grant, president 
of the Business Men’s Assurance of 


Kansas City. He attacked very strongly 
the use of part time agents, one of his 
strongest objections being that in the 
business submitted by such an agent the 
selection would all be against the com 
pany, as the business is only a side issue 
with him and, therefore, he secures ap- 
plications onlv from those who require 
little persuasion. 


Mr. Grant also brought up the ques 
tion in connection with the address on 
“Creative Salesmanship” given by 
Homer |. Buckley of Chicago At the 


conclusion of Mr Sucklev’s address, Mr. 
Grant asked him what his opinion was, 
as a result of his contact with insur 
ance men, of the part-timer in the insur 
ance business Mr. Buckley replied 
“The sooner the insurance men of the 
United States eliminate the side line art 
ist. the sooner they will reach the pin 
cle thev have the respect ot 
business This is a dav of spe 
in vour own business.’ 


where 
men 
cialization, even in 
CANADA COMMITTER ACTS 
committee of the Can 
ada Life Underwriters Association has 
taken positive action on the part time 
subject \t its recent meeting much of 
time was devoted to this issue \ 
motion was passed to the effect that “Tn 
the opinion of the executive committee 
1 steady. progressive effort should he 
made to eliminate the part time man in 
the large centers of population and that 
in so far as possible the life insurance 
business should be limited to whole 
time men, and the best method of pro 
g this is through the vincial 
of insurance 


The 


executive 


Its 


oreo 


intendents 


stiner 


“ 





There are some places, he added, | 





UNDERWRITER 


STODDARD’S NEW PLAN 


TO HELP SMALLER COMPANIES 
New York Superintendent Recommends 
Modification of the Present Law 
That Limits Acquisition Cost 

Much the 


interest 1s being taken in 


recommendation of Superintendent Stod- | 
dard of New York to modify section 97 | 


York insurance law, which 
principal items of the first 
ot life companies. He 
after the enactment of 
this legislation it was recognized that 
a distinction must be made between 
small and large companies. It was seen 
that a small company struggling to 
build up its business might require a 
larger margin for expenses than a large 
and well established company. During 
the last few years there has been a ma- 
terial increase in the necessary manage- 
ment expense of a company, and for 
this reason some of the smaller com- 
panies are having considerable difficulty 

conducting their business properly 


New 
the 
expenses 
said that soon 


of the 
limits 
vear 


lil 


and effectively, without exceeding the | 


statutory limitation of total expenses. 
The smaller companies, said Superin- 
tendent Stoddard, are having great diffi- 
culty in maintaining their office and 
agency organization under present con- 
ditions. 

Some Relief Is Necessary 


Therefore in his report he said that it 
very necessary that some relief be 
given these smaller companies in order 
that their growth shall be encouraged 
When the small companies increase the 
amounts of their insurance in force be- 
vond a certain figure, the law automat 
In 


is 


ically will reduce proportionate 
amount of total expenses they may oc 
cur. 

It is known that some of the smaller 


and medium sized companies domiciled 
in New York will welcome a change of 
this character as they are hampered by 
the present law. It is a question just 


how many companies outside of New 
York would enter the state if the law 
were modified. When the question of 


adopting the preliminary term plan was 
up in New York, all the American Life 
Convention asked, for example, was the 
recognition of the principle of this 
method of valuation. At that time Su- 
perintendent Stoddard was assured that 
there would be no call for modification 
of the expense limitation law. There 
are probably but few companies that 
would enter New York if the law were 
modified. The Equitable Life of Iowa, 
the Pacific Mutual, Mutual Trust Life. 
ul National, U. S. A.. might go in. 

of Outside 


Attitude Companies 


Outside companies would want to pay 


more than 55 percent top commission 
for business. They would feel that at 
least 65 per cent should be allowed 
Some naturally would want all the 
premiums allowed under the Illinois 
valuation law the same as in. other 
states. New York would probably not 
want to go that far. Outside companies 
would not enter New York if it meant 
i drastic revision of all their agency 
contracts in other fields However, 
some outside companies are running on 
a 65 percent maximum commission 
basis 


“Wholesale” Cover for Jewelers 





Insurance has been arranged tor mem 


bers of the American National Retail 
Jewelers’ Association in the Metropol- 
itan Life. Under this plan the 4,000 re 
tail jewelers and their more than 13,000 


employes throughout the United States 
ire covered by so-called wholesale pol 
icies 

Insurance for employes of large in- 
dustrial organizations under the group 
plan is of course not new but the ar- 
rangement the jewelers have made is 
one of the first instances of smaller 


forces of employes in one great com 
mercial group having a similar privilege 
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TRY TO ASSIST FARMER 


INSURANCE MEN MEET 


LIFE 


Committee of Officials Appointed By 
Secretary Hoover of the Depart- 
ment of Commerce Confers 


rhe committee of life insurance of- 
ficials appointed by Secretary Herbert 
Hoover of the Department of Com- 
merce held its organization meeting in 
New York Friday. The committee con- 
of Robert Lynn Cox, chairman, 
vice-president of the Metropolitan; Ed- 
ward D. Duffield, president Prudential; 
John L. Wakefield, vice-president John 
Hancock: John D. Sage, president 


Union Central; Fred A. Howland, vice- 


sists 


| president National of Vermont; John T. 








Baxter, president Northwestern National. 

The retinancing fund for farmers, 
which Mr. Hoover is organizing, is one 
matter being considered. It doubt 
ful whether any investment of this 
character is legal for life companies. It 
certainly not, it said, for New 
York companies. The collection of in- 
terest on farm loans is said to be a 
problem for life companies in the agri- 
cultural districts where financial condi- 
tions are the worst. 

The date for the next meeting has 
not been set, but it will be several 
weeks hence. In the meantime statis- 
tics will be gathered on which to base 
any future action of the committee 


is 


1s as Is 


Rupert F. Fry Gives 
His Ideas of a Promise 
RESIDENT RUPERT F. FRY of 
Pirie Old Line Life of Milwaukee has 
sent to some of his friends a bit of 


original stuff entitled “The Promise.” 
This might be termed a small essay 


Mr. Fry says that when members of 
his field force promise to work eight 
hours a day or to produce a certain 


amount of business he just hands out 
this statement. Here it is: 

“When you make a promise of a pet 
sonal nature to a child, a grown-up or 
an elderly person, or a business promis« 
to one working under your jurisdiction 
or to an individual to whom you report 
in business, keep that promise. 

“Promises are easily made by some, 
but they should be hard to break by all 
for people will lay more stress on a 
promise than one sometimes realizes 
When a person makes a promise several 
times and fails to keep it, the individual 
to whom the promise was made rapidly 
loses confidence. 

“Small things in the aggregate make a 
large thing. and the little promises made 
should be kept as faithfully as the big 
We concentrate our efforts and 
attention on people who, when they 
make promises, keep them. Some ‘peo 


oncs 


ple would be alarmed were they to keep 
track of the little promises they make 
and fail to keep Broken promises 
make lukewarm friends. Promises well 
and faithfully kept cement friendship 
and closer business relations If a 
promise is made and cannot be kept, 
explain to the individual why, but do 
not forget. If vou are fearful that vou 
cannot keep a promise, do not make it.” 
Wants Regular Production 

The Minnesota Mutual now has 42 
new members in its “App-a-Week 
Club.” 20 of whom have a record of one 
vear or better of consistent weekly pro 
duction Many of the members are al 
ready entering on their third vear in the 
club The company has made an an 
nouncement relative to third-vear prizes 
offering members their choice of any 
pattern of either Rogers or Community 
silver, enabling them to earn a portion 
of the set each eight-week period that 
they maintain their record \ sterling 
silver set is also offered, covering third 
ind fourth-vear prizes 
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RECORD ATTENDANCE AT 
NEW YORK CONGRESS 


Stressed “Average Agent and the 
Average Case” in 
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| a ON LARGER POLICIES 


DUFFIELD OUTLINES PROGRAM | SHOULD GET SMALL POLICIES 


Do Not Find Demand for the 


$100,000 Contract of Few 


Some of the Objects of the Home 


Office Are Revealed at Field 


Leon G. Simon of the Equitable Points 
Out Need to Solicit Men of 
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cies. Most of these policies while de- 
livered, premiums, which were settled by 
notes, were never paid. Quite a bit of 
business was, as you know, a direct re- 
sult of temporary war profits. This 
business, however, did not survive the 
change in business conditions.” 


Insurance of Substantial Type 


The vice-president of another 
pany says: “From casual observation I 
am of the opinion that during the years 
1922 and 1923 all of the business, or at 
least 95 percent of the ordinary busi- 
ness in the south has been what I would 
call insurance of the substantial type, 
and that there has been but little, if any, 
of the high pressure or speculative busi- 
ness written. It therefore follows with- 
out saying that there have been a much 
smaller number of policies of the $100,- 
600 class written. he total volume for 
1923 was, I think, larger. particularly if 
you take into consideration the volume 
written by the industrial companies who 
started ordinary departments during the 


com- 


vears 1920 and 1921, than there was 
written in the years of 1919, 1920 or 
1921.” 


Where Business Originates 


An agency officer voices the opinion 
that a large portion of the business writ- 
ten by the southern companies origin- 
ates in the rural sections and small towns. 
He believes that it is attributable to this 
fact that there is not such a large de- 


mand now for $100,000 covers. 
The president of another company 
thinks the same way. He says: “There 


is not the demand for big policies that 
existed a few years ago. This especially 
ipplies to the farmers.” 

Not Demand for Big Policies 


The secretary of still another com- 
pany holds the same opinion: 

“I do not believe that the life 
panies in the south are writing as large 
policies as they did several vears ago. 
[ am judging by the size of the policies 
tor which we receive applications now 
During the peak period of two or three 
years ago, the southern companies, 
tar as I have been able to learn, wrote 
policies much larger than they had ever 
taken before or possibly had ever con 
sidered taking, but 1 do not think this 


com- 


sO 


is the case now.” 

This man even suggests that some of 
the companies might have stretched 
their limits in writing large policies. He 
idds 

“Personally, I don’t think the average 

ther: company which is much 

er t the average northern com 








pany, should consider any application 
r £100,000 I believe 875.000 is the 
st amount that any should accept, 
it this is my personal opinion and 
some ( the cor! < es are no doubt 
vriting larger than that amount.” 
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INCREASED 15 PERCENT 
FIGURES FOR JANUARY GIVEN 


Life Insurance Sales Research Bureau 
Gives out the Results of its 
Production Investigation 


NEW YORK, Mar. 12.—Sales of or- 
dinary life insurance in the United States 
during January were 15 percent above 
the corresponding period of last year, 
according to figures just published by 
the Life Insurance Sales Research Bu- 
reau of New York. Sales by companies 
which had in force over 88 percent of 
the legal reserve ordinary insurance 
amounted during January of this year to 
$538,601,000 of insurance as compared to 
$466,880,000 of insurance in January of 
last year. 

Formerly the figures of the Bureau 
were based upon the sales of companies 
having in force about 80 percent of the 
legal reserve ordinary insurance. In or- 
der to make its report more representa- 
tive and comprehensive of the insurance 
situation for the country as a whole, a 
revision dating back three years has 
just been completed by the Bureau. This 
raises the percentage of the total busi- 
ness from 80 percent to over 88 per- 
cent. 

Only One Sectional Decrease 

Considering the nine geographical 
sections of the country, the East South 
Central is the only one showing a de- 
crease. The decrease for this section 
may be attributed to an abnormally high 
record for January, 1923. The volume 
of sales for January, 1924, is consider- 
ably above those for January, 1922 and 
1921. Two sections, the West North 
Central and the West South Central 
maintained a record identical to that o1 





last year. The remaining sections show 
an increase ranging from 8 percent to 
27 percent, with the Middle Atlantic at 


the top of the list. In 12 states the sales 


this year were below those of last year, 
but in 10 of these same states the sales 
were higher than for January, 1922, and 


nine of them higher than for January, 
1921, which means that 1923 sales were 
above the average rather than that 1924 
sales are low. Sales in the U. S. for 
the 12 months ending Jan. 31, 1924, were 
275,000 compared to $5,571, 
the 12 months ending Jan 


$6,663 as 
s06,000 
31. 1923 

Sales in 


Philadelphia, 


tor 


New York City, Chicago, 
Boston, Cleveland and De- 
troit for January, 1924, were higher 
than for January, 1923. Detroit shows 
the greatest gain, or 25 percent; with 
Chicago a close second at 24 percent. 


Allemannia Gets Group Policy 
lire of 
of its 


\llemannia 
that each 


()theers 
Pittsburgh announced 
¥ ] had | pre sented with 
a life insurance policy of $1,000 mini- 
mum, written by the Metropolitan Life 
Wilham Steinmeyer, who carried on the 
neyotiations for the insurance on behalf 
\llen Fire, said the 
ve become effective imme 
1 that the amount ot each 
sed commensurate with 

of the employees 


0 emplovees cen 


annia 


ieies 1} 


merea 





at the rate ol 
£250 each ear, until a maximum ot 
= 000 reached the mcreases to he 

i de on the anniversary of the date on 
which the policy is written 

| 

| 

ever day Warr W here we are con 
cerned I ar ‘ declaring that the 
| big contract i ecidedly popular.” 

| It pparent fron these expressions 
that the outhert companies whose 
|} operations are confined exclusively to 
|the south are not writing as many big 
eh lic cs the y did alew vears avo and 
that the ire perfectly content to let 
such of this business that there is a de 
mand for go to the older companies, if 
the latter really want to take it on 





IOWA PROBE RESUMED 
QUESTION DIVIDEND PAYMENT 


Charges of Illegality Refuted by De- 
partment Officials—Fraternal Is 
Under Fire 


DES MOINES, IA., Mar. 11.—The 
investigation of insurance activities by 
several Iowa companies was resumed 
by the special senate committee upon 
the termination of the ten-day period. 
The committee is acting in compliance 
with the resolution of Senator MclIn- 
tosh which specified certain companies 
that should be investigated. The reso- 
lution by Senator Browne, which 
called for the examination of Com- 
missioner Kendrick and his department, 
culminated in a complete vindication of 
that official in his efforts to prevent 
stock brokers from wrecking solvent 
concerns. 


Dividend Charges Refuted 


In the onslaught upon lowa compan- 
ies made by Senator Browne in the 
brief he submitted to the special senate 
committee now investigating insurance 
companies he cited the DesMoines Life 
& Annuity as one that had paid illegal 
dividends. The special committee sub- 
poenaed R. E. Kennon, actuary for the 
state insurance department, and his tes- 
timony completely exonerated _ that 
company from the charge. He showed 
that in 1923 it paid a dividend of $25,- 
000 out of a surplus of $160,000. 

Senator Browne brought charges 
against five companies which he named 
tor the distribution of illegal dividends. 
Karl P. Blaise, chief examiner for the 
insurance department, cleared three of 
them in his evidence before the senate 
committee Friday and Actuary Kennon 


has cleared another. The fifth com- 
pany involved never paid a dividend 
while an Iowa company and thus the 


unsupported charges 
competent 


sensational but 
have all been disproved by 
witnesses, 
Wants Fraternal Law Changed 
A. D. Pugh, a Des Moines attorney, 
was a voluntary witness before the com- 


mittee and he urged that the special 
legislative session pass additional fra- 
ternal insurance laws. He stated that 
he is a policyholder in several frater- 
nals and he is convinced that present 
iraternal laws do not sufficiently pro- 
tect the interests of the old members. 


He cited the advance of assessments in 
some at such a high figure that 
aged members could not meet them, and 
they now too old to take out insur- 
ance in any other companies. 

The committee is taking note of the 
suggestions made by different witnesses 
tor additional insurance legislation and 
the information thus gained will doubt- 
lead to in present 


Cases 


are 


less SOTIIC changes 


laws 
Yeomen Officials Heard 


McIntosh resolution specified 
that among others the Brotherhood of 
\m rica Yeomen should be “Liven spec 
ml attention In keeping with these in 
tructions the sy committee sum 
moned John D 14 years 
attorney the who was 
ome avo, which re 
irves preterred in 
against the conduct of the organ 
7 Mr voiced the com- 
plaint of thousands of membe rs, he said, 
vainst transferring members admitted 
years ago under what known the 
Form A plan, to new of insur 
vhich the organization claims is to 
afeyuard the serve accumulated un- 
der the old Iie contends that 
the transfers made under contract 
with the Chicago Transfer Company, 
receives 70 percent of the first 
premium the transferred pol 
Mr. Denison criticised the insur 
ance department for failure to pass neg- 
atively such contracts, the legality 
of which is now pending in the federal 


The 
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months 


being 
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PLAN “GET-TOGETHER” 
ARRANGE AGENTS’ MEETI ne 


Northwestern Mutual Field Men to 


Hold Convention at Home Office 
July 21-23 


Plans for the annual meeting of the 
Association of Agent of the Northwest- 
rne Mutual Life are now being drawn 
up by the standing committee of the 
association, according to William H. 
Conlin of the McMillan general agency, 
Milwaukee, secretary of the organiza- 
tion. The meeting will be held at the 
home office July 21-23, and several hun- 
dred agents are expected to attend. 

The outstanding feature of the 1924 
agents meeting, according to Mr. Con- 
lin, will be a great get-together mixer 
and entertainment the first evening of 
the meeting—a departure from the 
usual annual meeting routine. This 
mixer has come in response to a gen- 
eral demand for an opportunity to make 
and renew acquaintances on the first 
day. Monday attendance has always 
been large despite the fact that it is the 
opening day of the convention and it 
is expected that several hundred agents 
will attend the mixer. A special group 
of agents has been appointed by J. J. 
Hughes, chairman of the standing com- 
mittee, and with the assistance of the 
home office executive talent will arrange 
what Mr. Conlin promises will be a 
“hoop-er-doo” meeting. The standing 
committee of the agent's association is 
composed of association officers and 
J. J. Hughes. Des Moines, Ia., chair- 
man: P. R. Hathaway, Bryan, R. L. 
Law, Wheeling, W. Va.: E. T. Proc- 
tor, Paducah, Ky., and F. L. Wright, 
Harrisburg, Pa. Officers of the 
ciation are Charles C. Dibble, Cleveland, 
president; Milton L. Woodward, De- 
troit, vice-president, and William H 
Conlin, Milwaukee, secretary-treasurer. 


asso- 


Prudential Housing Loans Increase 


During February the Prudential made 
1.175 housing loans, amounting to $5, 
921,206, which will provide accommoda 
tions for 1,886-families. 

The total loans for this purpose since 
Jan. 1 amount to $12,242,125, covering 
dwellings and apartments for 3,955 fami 
lies. This is an increase of over $5,700, 
000 for the same period last year, and 
it will care for 1,785 additional families 


court. He charged the Chicago Trans 
fer Company with using high pressure 
methods in obtaining transfers of old 
fraternal policies to the new forms 
Several Changes Proposed 


The senate committee is endeavoring 
to obtain the opinion of witnesses as to 
the changes in lowa insurance laws that 
would be beneficial. When asked in 
regard to this matter Mr. Denison gave 
the following suggestions: 


\ state law should make it the duty 
of the insurance commissioner to ap- 
prove all by-laws and amendments 
passed by fraternals 

Place control of fraternals more 


completely in the hands of the member 
ship and less in the direction of officials 


More careful investigation by the im 
surance department into the expendi 
tures of msurance companies 

Judge Jesse Miller, special counsel 
tor the Yeoman, was called to the 
stand and refuted many of the charges 
of extravagance and of the usurpation 
of authority by the directors, made by 
Mr. Denison He defended the three 
policy forms now in force in the Yeo 
man and showed how it was absolutely 


for the organization to go on 
a legal reserve pasis in order to protect 
the membership It developed that the 
of the change in policies 
from the old members 


necessary 


opposition 
comes largely 
of the fraternity 
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The Pyramid of Cheops, that has stood 
for 5000 years with few marks of the 
ravages of time, has no more claim to 
permanence than the structure being 
erected for the Home of the Kansas 
City Life Insurance Company. 


Granite and steel resting upon the solid 
rock foundation of mother earth form 
the backbone and ribs of this structure. 
These will be clothed in classic exterior 
and finished inside with materials of 
softer design, all forming a monument 
of beauty and permanence, fitly repre- 
senting the enduring strength of Life 
Insurance Protection. 








Home Office Material 


The constant aim of those charged with 
the conduct of this institution has been 
toward permanence; in Management, 
in Organization, in Agency Supervision, 
and in Service to policyholders, all of 
which gives unity and strength in de- 
velopment. These permanent qualities 
of the Company are manifest in its 
steady and symmetrical growth in all 
departments. 


As our New Home rises, it more and 
more becomes a living monument to 
the business ideals of the Kansas City 
Life Insurance Company 


KANSAS CITY LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


J. B. REYNOLDS, President 
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This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 






Universally Approved 






All classes appreciate the opportunity 
to purchase old line life insurance 
upon the monthly budget plan made 
possible by the Grizzard System. 












It has a strong appeal because it fits 
in perfectly with the universal desire 
to budget family expenses and busi- 
ness disbursements upon a monthly 
basis. 












Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 









Pronounced Griz-ard’ 


LEI 


GRIZZARD SYSTEM OF 
OHIO, Incorporated 


308 Euclid Ave., CLEVELAND 
16 E. Broad St., COLUMBUS 
Metropolitan Bldg., AKRON 
Daily News Bidg., CANTON 






GRIZZARD SYSTEM OF 
CHICAGO, Incorporated 
Illinois Merchants Bank Bldg., Chicago 


GRIZZARD SYSTEM OF 
MICHIGAN, Incorporated 
lst Natl. Bank Bldg., Detroit 















GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 















March 13, 1924 


) LIFE MEN PROMINENT 


IN H. & A. CONFERENCE 





Were Conspicuous Figures at Mid- 
Winter Meeting of Organiza- 
tion Last Week 


MEET AGAIN IN CHICAGO 


Summer Session There in September in 
Connection With International 
Claim Association 





Ofthcials of life insurance companies 
took a prominent part in the meeting of 
the Health & Accident Underwriters’ 
Conference, which held its mid-winter 
session in Chicago last week. E. (¢ 
Budlong, vice-president of the Federal 
Life, is president of the conference and 
presided at its sessions, while another 
life company executive, C. O. Pauley 
of the Great Northern Life of Chicago, 
is chairman of the executive committee 
of the Conference. Two of the most 
valuable addresses given at the meet- 
ing were those by Dr. Louis I. Dublin, 
statistician of the Metropolitan Life, on 
“Automobile Accident Statistics,” and 
by W. T. Grant, president of the Busi 
ness Men’s Assurance, on “Are We Apt 
Students?” 

Plan for Automobile Statistics 


As a result of the address given by 
Dr. Dublin, the Conference pledged its 
cooperation and support to the plan 
which he proposed for a central organ- 
ization to collect, compile and analyze 
statistics on automobile accidents, which 
he characterized as the fundamental 
step toward securing an improvement 
in present conditions. While Dr. Dub- 
lin presented some statistics showing in 
graphic form the increase of the auto- 
mobile menace, he declared that the 
people are tired of figures as figures 
and want action. He pointed out that 
the rate of increase in automobile acci 
dents is itself increasing every year. 
which he said causes this class to stand 
alone in the field of American vital sta 
tistics. The notable gains made in the 
control of various diseases, which has 
been secured through an advance in the 
field of medical science and _ public 
health, are almost discounted by the in 
crease in automobile fatalities. He said 
that the automobile caused more deaths 
last year than typhoid fever, scarlet 
fever, measles and whooping cough 
combined. 

Will Ask Life Companies’ Aid 


The first thing to be done toward 
bringing about an improvement, in Dr. 
Dublin’s opinion, is to increase the 
knowledge of fundamentals. He as- 
serted that there was no real knowl- 
edge along that line at the present time. 
The efforts toward securing informa 
tion in different cities have been fitful 
in their character and on a different 
basis in every locality. The plan which 
he suggested calls in the first place for 
the use of standard forms in reporting 
accidents, copies of which were distrib 
uted at the meeting, and in order to 
bring about the use of these forms in 
all of the larger cities he said it would 
be necessary to establish a central of 
fice which could supply the forms, look 
after their collection and compilation. 
He estimated the cost of such an or 
ganization at about $40,000 per vear. He 
considered that the life and casualty 
companies were the ones that should 
printarily get back of it He said the 
plan would be presented to the National 
Bureau of Casualty & Surety Under- 
writers, the Association of Life Insur 
ance Presidents and the American Lite 


Convention, and he expressed the hope 
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74th Annual Statement 


NATIONAL LIFE INSURANCE COMPANY, MONTPELIER, VERMONT 


YEAR ENDING DECEMBER 31, 1923 


ae 
INCOME 1923 DISBURSEMENTS 1923 
Premiums for Insurance........... $12,985,589.01 Death Claims S 3,110,365.33 
OO 4.356,982.05 Dividends $,211,300.23 
. . . - ‘- ee -- - = . oa O1 OPR °F 
Considerations for Life Annuities... 4/919 1.AG \nnuities vee 0 bILB.94 
Considerations for Supplementary Supplementary Contracts 100,543.54 
ContractS .. ooo c cc cccccccccnnn 196.826.51 Matured Endowments 1 892,896.95 
— é : ‘ , . ee a: ’ =92 075 4? 
Dividends lett with Company..... 108,195.40 Surrender Values 1 423,079.02 
All other Income................ 4.845.354 Disability Claims ......... 8,846.94 
Dividends lett with Company. . 36,745.35 
Total to Policvholders $10,778,702.33 
\ll other Disbursements. 3,313,495.35 
- «ae A ee $18,431,590.58 >) $14,092,197.68 
ASSETS LIABILITIES 
Government, State and Municipal Insurance, Annuity and All Other 
Bonds at Market Value, Dec. 31, Reserves oe 2 2944 009,3545,.99 
ea, Leen ne TT $29. 274.863.81 Death Claims Reported, Proots not 
, (Par Value $29,6002.891.31 ie unplete SS.00S Q3 


Mortgages, 
Policy Loans and Premium Notes... 


Massachusetts and New York 


Increase in General Surplus 


39.840,.214.03 
13,854,253.91 


Increase in 


Payments to Polievholders 


Death Claims Estimated to Exist but 
not Reported 
Endowments and 


Annuities in Proc 


Dividends Due and Unpaid... 


Dividends Held and Accrued Interest 


1=0.000.00 


Real Estate, Book Value........... 1,285,082.48 “gaged carer 
; —_ “ 110 42977 ess of Settlement.. +7 347.89 

Cash in Banks and Office........... 848,432.77 Sage Ree ins 
, i ante nine ie Death Claims Resisted 6,057 00 
Interest and Rents Due and Accrued.  2,311,849.73 “aes i ies an didi a 
ji : ; E : Contingent and Other Liabilities. 185,472.22 
Deferred and Unreported Premiums. —1,800,6061.42 1 Payable in 1924 159 620.05 
; axes Payable in 1924. 452,629.9: 
Due from Agents (net)............ 4,212.48 ' a ae coae 
: ] IOAN 


ee ere ....-8 89,219,570.63 242 92 
2 ; ph gnancicegpe te thereon ...... ard 343,739.02 
ee ree ee {249.99 Dividends Payable in 1924. 3,740,0418.77 
| Deferred Dividends 1,256,695.89 
General Surplus 5,493,711.04 
eee ee lll TOTAL . $89,212,325.28 


*The General Surplus would be $5,926,265.60 if securities were valued on the Amortized basis as used in 


| - . : >oOo7Io > 
Increase of Insurance in Force SOO,87 3,873.7 1 
I NN, FN a tia dsdlwrware $701,792.14 
Increase in Paid-for New Insurance 8,199,961.32 


586.030.3606 


9Y58 483 86 


INSURANCE ACCOUNT 
18,087 Policies. 
54,095 Policies 


Insuring $ 60,299,450.72 


Issued and revived in 1923 
] 


In force December 31, Insuring 389,081,039.11 


~ . 
\ssets 5.43 ‘ 


Rate of Income Earned on Mean Invested 
Call upon the Home Office for detailed statement 
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for favorable action from all of those 
organizations. 

The conference referred the matter to 
its executive committee, with power to 
act along the lines indicated. 

Compares Advances Made 


Mr. Grant’s address was a compari- 
son of the relatively slight advance made 
by the accident and health business in 
the past 15 years, as compared with the 
immense gain made by both life and 
fire insurance, with some suggestions as 
to the factors which he regarded as hav- 
ing retarded the progress of the busi- 
ness. They were: (1) Restricted and 
limited policy contracts; (2) haphazard, 
unsystematic sales methods; (3) lack of 
appreciation of public viewpoint in claim 
settlements. 

On the first point he criticized se- 
verely the policy forms still in use by 
some companies, asserting there would 
be just as much justification for includ- 
ing similar limitations in fire or life 
insurance policies. Under the second 
point, he attacked the part-time agents 
and made a strong plea for greater 
training for agents. He expressed the 
belief that the custom of paying the 
same or practically the same, renewal 
commission each year under accident 
and health policies must be discontin- 
ued, and that eventually companies 
writing that class of business would 
have to come to a system of compen- 
sating agents more along the line of 
that now used by the life companies. 

Good Sales Address 

Homer J. Buckley, president of 
Buckley-Dement Company of Chicago, 
direct mail advertising specialists, and 
vice-chairman of the Advertising Coun- 
cil of Chicago, gave some notable sell- 
ing suggestions in his address on “Cre- 
ative Selling.” He stressed the nece- 
sity for the salesman making his pres 
entation from the prospect’s angle and 
showing how the purchase would meet 
the prospect’s needs and help solve his 


problems rhe four essential qualities 
for a creative salesman, as he outlined 
them, are: (1) Know yourself; (2) 
know your product: (3) know your 
customer; (4) close vour sale and 
be on your. way Much of this 
address was devoted to the approach 
and he gave some interesting instances 
of the right and wrong kind of ap 
proach which had been used by sales- 
men in various lines that had endeav 
ored to sell him their products. On the 


said that over-selling was 
a crime as under-selling, 
was altogether too much 
valuable 


last point he 
just as great 
and that there 
of it done. He also vave 
illustrations along that line. 


some 


Necessity for Cooperation 

Robert R. Harrold of Chicago, chief 
claim representative of the Pacific Mu- 
tual Life and president of the Inter- 
national Claim Association, spoke on 
the “Necessity of Cooperation Between 
Underwriting and Claim Departments.” 
He showed how greatly it would assist 
both the agent and the underwriter, and 
in the latter class he listed the agent 
as well as the home office official, for 
each one to understand more of the 
other's problems. 

Thomas Watters, Jr., of 
former deputy insurance commissioner 
of lowa and now general consul for 
the Southern Surety, gave an exhaustive 
review of the insurance laws and rul- 
ings of the insurance department of 
Iowa in regard to health and accident 
policy forms and the changes from the 
standard — which are required in 
that state R. Weddell, associate ed- 
itor of the Fae Bhan Field,” spoke on 
“Observations of a Newspaper Man.” 

Reynolds and Simmons Spenk 

President J. B. Reynolds of the Kan- 
sas City Life, president of the Ameri- 
can Life Convention, was called upon 
to convey the greetings of that organ- 
ization to the conference. He had just 
left a Chicago hospital, but delivered 
very telling impromptu talk. He as- 
serted that there were danger 
signals which could not be ignored by 
either life or accident and health com- 
panies. Among them was the develop- 


Des Moines, 


some 
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the use of insulin as a treat- 
ment for diabetes, admittedly not a 
cure but a relief. He suggested the 
possibility of having this treatment ad- 
ministered to a patient for a time, until 
there are no signs of the disease, after 
which the companies are likely to get 
him as a policyholder. He said that 
there may be a way to protect the in- 
surer, and that it was a matter for the 
company organizations to bear in mind. 

He also made a plea for the preach- 
ing of the gospel of patriotism, as well 
as that of thrift and protection, by the 
representatives of both life and accident 
and health companies, inasmuch as they 
enter more of the American homes 
than any other class of busines. 

Dr. E. Simmons of the Pan-Amer- 
ican Life also spoke briefly following 
President Reynolds’ talk. 

New Members Admitted 


ment of 


members were admitted to 
at this meeting, includ- 
Indemnity of Kan- 


Nine new 
the Conference 
ing the Employers 


sas City, Continental Casualty of Chi- 
cago, National Casualty of Detroit, In- 
ternational Indemnity of Los Angeles, 
Great Northern Casualty of Chicago, 
Kokomo Life & Accident of Kokomo, 
Ind., Great American Casualty of Chi- 
cago and First National Accident of 
Fond du lac, Wis. 

Several important amendments were 


made in the by-laws of the Conference, 
the ones of greatest interest being 
those which rendered the president in- 
eligible for reelection and _ fixed the 
terms of executive members at three 
years, with three members elected each 
vear, so as to make the committee a 
continuing body. 

It was decided to hold the 
Conference 


mid-sum- 
at the 


mer meeting of the 

Edgewater Beach hotel in Chicago, 
some time in September, during the 
same week as the meeting of the In- 


ternational Claim Association. 


Interesting Points on 


The Prudential in 1923 


OME interesting points brought out 


by Vice-President Gray at the 
agents’ meeting of the Prudential at the 
home office last week were that the 
Prudential wrote insurance in 1923 for 


premiums of from 3 cents a week up to 
one of $24,300 a vear. He saic that the 
dividend of the Prudential amounted to 
16.8 of the premiums collecte! on the 
industrial business last year. The ex- 
penses of the industrial department 
were 31.47. Ordinary dividends amounte: . 
to 11 percent of premiums collected, 

an expense rate of 21 percent. He said 
that everv effort was being made to re 
duce expenses and with help of favor 
able mortality, to reduce the net cost of 
insurance. 

National of Vermont Gains 

Gains in insurance in force, admitted 
assets and surplus, accompanied by in- 
creases in dividends to policyholders and 
liberalization of policy conditions, mark 
the annual statement of the National 
Life of Vermont just issued. The com- 
pany wrote $60,299,451 of new business 
during 1923, the business in force at the 
end of the year being $389,081,039. There 
was set aside for dividends to policy- 
holders $3,746,041, the largest dividend 
distribution ever apportioned by the 
company. Its premium income was $12,- 
985,589, an increase of $972,096. The 
total income was $18,431,591. Assets 
Dec. 31 were $89,212,325. 

An indication of the growing popu- 
larity of annuities is shown by the fact 
that last vear the National Lfe received 
$779,151 for annuities and at the end 
of the year it had an annuity reserve of 
$6,524,135. 

The rate of interest earned on these 
invested assets was 5.43 percent and the 
mortality on the other hand was only 
49.85 percent. The National Life is one 
of the fine progressive companies 





The Prairie Life of Omaha plans to 
move to the new Aquilla Court Building 
from its present quarters in the Keeline 
Building about April 1. 
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/DUFFIELD’S ‘ADVICE TO 
THE PRUDENTIAL MEN 


Declares That Production Should 
Not Be Promoted at Cost of 
Conservation 


FIELD LEADERS CONFER 


President Gives Suggestions on Various 
Phases of the Work of Interest 
to Salesmen 





The field leadership conference of the 
Prudential, which Newark, 
March 5-7, was a rather unusual agency 
gathering. The men attending included 
superintendents and managers, agents 
and special agents. The superintendents 
and agents are the industrial department 


was held 


men. The managers are the ordinary 
managers and the special agents are the 
salesmen of ordinary insurance. These 


300 men were selected out of the 18,000 





DUFFIELD 
Prudential 


EDWARD D. 
President of the 
They were 


field men of the Prudential. 


not selected on the basis of produc- 
tion but because of their success in 
every phase of the life insurance busi- 
ness. The purpose of the meeting was 


to have the best from each branch of 
the business represented and through 
the exchange of experience and by com- 
mon counsel to each give something 
and each take back something. 

Duffield Gives Figures 
opening session 
Duffield quoted 


In his address at the 
President Edward D. 
some interesting figures. The industrial 
paid for during 1923 was $830,426,932. 
The ordinary paid for was $640,026,204, 
making a total of paid for business in- 
cluding revivals of $1,470,453,103. The 
Prudential still stands as the leading 
company in the world as regards indus- 
trial business in force, its weekly debit 
being $2,790,197. The company has busi- 
ness in force of $7,437,000,000. This is 
gain of $822,000,000 over the preceding 
year. It has an income of $306,777,000 
or over $1,000,000 for each working day. 

It has an expense ratio of 31.41. The 
Prudential has the lowest expense rate 
of any industrial company, President 
Duffield stated. 

Higher Average Premium 


Although the Prudential wrote more 
industrial business during 1923 than any 
other year, it wrote a smaller number 
of policies in the industrial department 
than it did in 1922. This indicates a 
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higher average premium per policy. 
President Duffield said, “This cannot go 
on indefinitely. We cannot continue to 
write a small number of large weekly 
premium policies. We must go after a 
larger number of lives. Those that we 
are writing on large industrial premiums 
should either purchase intermediate or 
ordinary policies. As the premium creeps 
up on the weekly basis it is for the 
benefit of the policyholder, of the agent 
and of the company that the ordinary 
business be written instead.” 


Good Collection Percentage 


President Duffield pointed out as well 
that $33,006 to $35,000 of the industrial 
increase was made on the infantile pol- 
icy, which was not available prior to 
last vear. This will reduce the number 
of child lives that are available as pros- 
pects during 1924. One excellent feature 
of the industrial record was that the 
company showed a collection percentage 
of more than 100 percent for the entire 
weekly premium business. 

The Prudential has maintained for the 
past two years a campaign to reduce 
lapses. President Duffield said that con- 
siderable success has resulted from this 
but he asked the agents to continue their 
efforts to reduce the ratio further 

Mr. Duffield said that the conservation 
of business would result in higher earn- 
ings for the man in the field. He said 
that this was particularly important and 
it will reduce the number of finals. He 
said, “Finals interfere with nearly every 
phase of our business. I hope that they 
will be reduced by a careful selection of 
new men and then after the men are 
in the business I hope that the superin- 
tendents will make it so attractive that 
we will hold them.” 

Opportunity to Write Ordinary 


Regarding ordinary insurance he said. 
“The industrial men have not realized 
the opportunities that exist for them 
in writing ordinary. Our ordinary has 
not kept pace with our industrial. We 
never have and will never go into the 
business of buying insurance from other 
companies as many of them are doing 
today. We will buy business from our 
agents only. 

“Our educational 
tinue to be productive of 
Since it is started the men 
ter realization of what we are trying to 
accomplish. We cannot give too much 
attention to the training of the individual 
agent. We bespeak from your coopera 
tion in carrying this ‘5ut. 

Life 


con 


results 


campaign will 
real 
have a bet 


Insurance a Business Apart 


“Life insurance is a business apart 
from others. While it does provide a 
living for the men conducting the busi- 
ness it is true that the men who 
have succeeded have been the ones that 
have realized that they are engaged in 
a work greater than the success of any 
individual. We seek to provide the 
means by which a man of moderate 
means can protect his dependents 
against the break-up of the home. De 
not Iet those who need ordinary protec- 
tion take only industrial policies. 

“While we are anxious to push pro- 
duction we never want production at 
the cost of conservation. We must em- 
phasize conservation to remove any 
form of reasonable criticism of our in- 
stitution. The policyholders have con- 
fidence in us. They have built up our 
company and are entitled to the best of 
service. Our first duty is to safeguard 
their savings 


also 





Continental’s Contest Winners 


J. R. Conklin of Pittsburg, Kan., and 
F. W. Felkel of Anderson, S. C., won 
the $100 Liberty Bonds awarded by the 
Continental Life of St. Louis to the 
winners of its January thrift contest 
Mr. Conklin wrote the greatest number 
of applications while Mr. Felkel led in 
volume. A pleasing feature of the con- 
test from the home office viewpoint was 
the wide territory represented by the 
winners, but one state, Missouri, having 
more than one man in the first ten. 
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A MUTUAL ORGANIZATION—FOUNDED IN 1845 


New York Life Insurance Co. 


(incorporated under the Laws of New York) 


346 BROADWAY, NEW YORE, N. Y. 








Seventy-Ninth Annual Statement 


TO THE POLICY-HOLDERS: 
As a policy-holder you are chiefly interested in the quality of your Company and in the service it renders. By 
“quality” I mean the character of its business; the grade of its securities; the standards maintained by its Executive Officers. 
I can not paint a complete picture, but in order to drive home some of the truth I give you below a picture of 
the work of one Committee during the year 1923. 
During 1923 the Finance Committee made the following investments: 
Average 


BONDS PURCHASED Cost Yield 
U. S. Government Treasury Notes.......... Wwiseceeba ee ; $11,013,860.00 4.65% 
Domestic Railroad Bonds 13,569,960.00 5.44% 
Domestic Municipal Bonds 4,050,912.00 5.02% 
Domestic Public Utility Bonds 9,216,596.00 J 
Canadian Municipal Bonds ; 494,700.00 
British and Other Foreign Bonds. . 5,470,312.00 5.14% 


NER Sr iy ee ee ene Sp ee ee rE a 





soll Bais $43,816,340.00 


SP: cccnecanckiiwaet ..-  $59,262,432.00 5.81% 
Residential Loans............... : : cade h 10,002,094.00 5.80°, 
Se Cen cadeeupecaeeusueues nen ued SR eS ie pees ae apa 18,097,561.00 5.38* 


ERED arta Pe ree ee pe $87,362,087.00 6.72°, 
$131,178,427.00 56 54°, 
$12,991,730.00 5.50° 
MN. i255 ehdehawn nace ae $144,170,157.00 6. 63°% 

This total—$144,000,000.00— was much more than our net income. The Committee believed it saw an oppor- 


tunity to benefit vou through selling and reinvesting, without risk, in order to increase the earning power of invested 
assets. They therefore sold Bonds amounting to (par value) $44,845,459.29 during the year, of which $33,182,900.00 
were United States Government Bonds. By this process, and by transferring of certain foreign bonds, in reinsuring 
foreign business, they increased the earning power of Ledger Assets by over $1,000,000.00 annually for an average of 
nine years. 
In addition to the Finance Committee we have five other standing committees and several sub-committees. 
They all work. The standing committees make detailed reports to the Board of Directors monthly. The members 
of the Board are in close touch with matters of fact as well as matters of policy. 
The new business in 1923 was 
The gain in outstanding insurance Was over Shademue ‘ js nh kee 
The total insurance outstanding ts 
The admitted assets, at market values, aggregate $1,003,773,000.00 
The unassigned surplus ts : 4 $69,500,000.00 
We have 125 Branch Offices in the United States and Canada, to which over 8,000 agents report. 


DARWIN P. KINGSLEY, President. 


$693,000,000.00 
$300,000,000.00 
$4,300,000,000.00 





Balance Sheet, January 1, 1924 
Bonds at MARKET VALUE, as Determined by Insurance Department, State of New York 


ASSETS LIABILITIES 





$800,574,178.00 


Real Estate Owned 
First Mortgage Loans 
On Farms 
On Residential and Business Properties 
Loans on Policies “fa , 
Bonds of the United States 
Railroad Bonds 
Bonds of other Governments, of States and 
Municipalities........... ‘ae 
CG tii ae tee Caan eats eka baie 
Other Assets 


Total area 


$7,774,440.00 


66,239,961.23 
189,255,218.65 
166,267,471.04 
92,274,810.00 
283,480.416.77 


130,950,765.53 
6,835,903.11 
60,694,776.13 


$1,003,773,762.46 


Policy Reserve 

Other Policy Liabilities 

Dividends left with Company to Accumulate 
at Interest 

Premiums, Interest and Rentals prepaid 

Taxes, Salaries, Accounts, etc., due or accrued 

Additional Reserves 

Dividends payable in 1924 

Reserve for Deferred Dividends 

General Contingency Funds not included 
above + 





Total 


24,620,009.06 


13,851,238.99 
3,244,255.04 
7,729,500.32 
9,088,210.00 
64,800,321.47 
20,352,917.00 


69,513,132.58 


$1,003,773,762.46 





Since organization the Company has paid to and on account of Pclicy-holders and 
Beneficiaries over $2,05C,000,000.00 
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Home Offices 


FEW Go-Getters who know what great 

possibilities there are in General Agency 
building, and who have the gumption to 
build Agencies of their own, have a whale of 
an opportunity to connect with a company 
that’s right, in a territory that’s right, under 
the right kind of a contract. 


Openings in: OHIO, PENNSYLVANIA, WEST 
VIRGINIA, KENTUCKY, ILLINOIS, INDIANA 
and MICHIGAN. 


Address in confidence: 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Cleveland, Ohio 

















Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident 
Mutual make it easy for an agent to fit 
a policy to a definite need of his policy- 
holder. 


The policyholder also finds it easy to un- 
derstand that his particular purpose in 
taking the policy will be definitely car- 
ried out. 


These policies are thus admirably adapted 
to an Insurance Programme—for the pro- 
tection of the policyholder’s family or of 
his own old age, through income—for the 
education of his children—for the protec- 
tion of his business or of his estate—for the 
cancellation of a mortgage or other debts. 








‘ ———————————— = 


M. with the Prudential, writes both 


business and personal insurance. The 
personal insurance is usually placed in 
an insurance trust, because through the 
trust, the assured can “project his earn- 
ing powers into the future.” 

Mr. Hickox presents a_ typewritten | 
program to his prospect in each of these | 
trust arrangements. It is neatly gotten | 
up with a leatherette cover. At the re- | 
company, | 

| 


cent leaders meeting of his 
Mr. Hickox presented the following | 
case, which illustrates his method of 


presentation: 
PAGE 1 


THE CREATION OF AN ESTATE 
A PROPOSAL MADE TO MR 
BY M. W. HICKOX 
Feb. 18, 1924 
PAGE 2 
NO EXPENSE FOR CARE OR 


MANAGEMENT 
NO SHRINKAGE—NO TRUSTEES KEES 
NO EXPERIENCE NECESSARY 
NO INCOME TAX 


ABSOLUTE SECURITY 
When a man dies there ar three 
leaths 
The death of the husband 
The death of the father 
The death of the income 
YOU CAN PROJECT YOUR ABILITIES 
INTO THE FUTURE 
PAGE 3 
THE CREATION OF AN ESTATE : 
AND ITS SAFE ADMINISTRATION 





(juaranteeing an income to our wif 
for as long as she may live 
And to your daughter for as long 
| she may live 
With the principal then apyal 
} your grandchildren. 
| Or to whom ever else you may dir 
| \ yearly income of $2,250 payabl 
j}any manner desired. Husband W 
Daughter, 20 
} te > ~ > 
| a 
| = +2? 
| v3 — = iE: 
i. i. - -s 
j=< -—< = ae 
} 4 28 $63.00 £? 40 
| 3 25 56.25 206 
10) 10,000 0 
Divid | re 
PAGE 4 
} WHAT THIS WILL DO FOR Yor 
| When you reach age 75 you can begi: 
to ?r eive n incom of $ i 
mont} 
TI on will continue f l 
i i may live 
I state will produc 
$ r month t Mr d ! 
t t your daught 
iv th r I ' 
| rr) rang l d 
| ’ 
| if - death should be ad) 
i d t! ‘ ill 1} loub l 
If 1 be " tally and perma j 
bled befor 64 iw \ 
| it ee > per ! furtl 
i ill be required ! 
remain intact 
| Building tp Reserve Fund 
In selling partnership insurance Mr: 
} tlicko» puts a good deal ot emphas at 
the building up of a reserve tund Phi 
} 3 as important a pont t 
}t rt against a lo ola part 
ner, and enables him to show that thi 
re cost oft the insu nee is the difter 
ence be ‘ the « 1 valu the i] 
1" ad the pre um acl t! ‘ 
‘ the t actuall the ditfere 
be ee ( remium | at i ‘ ane 
1 tl ‘ ‘ 1 the cash 1 ena value 
} ol poke Nit i cf umb 
| « ‘ t ‘ h rt du 
te lati mcre t more 
thie 1 int U i i ¢ 
( 1 that c¢ ol 
i ‘ ealit cost le tha 
not Thi ca 1 } based « t! 
the that the lune the pol | 
be luded i i et in tl mh 
ite ent 











: : cetienieaanaa 
| HOW M. W. HICKOX PRESENTS PROGRAM 
| 


| deceased. 


death ends the partnership: (1) The sur- 
vivor can take the heirs into partner- 
ship. (2) The business can be sold out 
entirely, the proceeds to be divided be- 
tween the survivor and the heirs of the 
(3) The survivor can buy out 
the deceased partner. In any event life 
insurance can help carry out the plan 

Mr. Hickox recommended “Diamond 
Life Bulletins,” saying they had been a 
big help to him. 





Tested Selling Tactics 


For Business Insurance 


manager of the 
furnishes the fol- 
points: 


Edwards, 
at Denver, 
insurance 


J. Stanley 
Aetna Life 
lowing business 


! rhe appeal should be to the sur- 
vivor, 
Emphasize the sure need 
money when death enters the firm 
Present the price in an attractive 
way, such as by quoting the premium 


as a percent of the amount insured. 


$4. Secure advance information as to 
cial condition and needs of firn 
Present a specific plan to cover 
] t ieeds 
‘ Don't overlook the one-man busi- 
ess or the small business 
i>. Be posted on your state or prov 
Th al laws sO as to answe I ques 
ons raised as to beneticiar and as 
signiment forms and as l 
nheritance taxes 
s. Have sample form of partnership 
agreements, including lite insurance tea 
ire 
‘ Show cash and loan values as ar 
increasing ledger asset. 
10. Intorm your prospect that Brad 
treet’'s make it a practice to continue 
the ill credit of a corporatior ] 
event of the dealth of one ot the 1m 
portant members of the concern, when 
business insurance is carried. The rat 
ng is suspended, however, until tull 
orma is received if no business 1 
surance Is Carri d. 
11. Show that business insuran 
ilso family insurance because it reheves 
the widow of inheriting her isband’s 
Css debts 
] Make the business ¢ 
stal Nie s th ( ] i¢ ) 1! ss 
ot the business: 1 the pl 
C1 the stock « rood 
Circularize reely 
) ( nal calls 
} | | isize the unc ‘ ¢ 
D ess tl and « lut Ith 
l Lb s e t0 sex tiie ( ] 
idlual ot the concert 
lt Show e value of bus 
t is a nl ins I liquida ‘ ( 
1 whe desired 
I Advise that the policy be mad > 
‘ il inde edi ait ! 
s. Bring out str ly t lue ¢ 
n porta man 1 the ¢ i mnn te 
thre tutiure welfare of that « it ! 
a) lalk to bank officia ‘ ! 
fits accruing to the bank and its borrow 
‘ n credit lite mst ne 
’ i ps nersh » Cast ] 
death terminat the t } 
5 Inquire, “Would 1 c 
low ( 1 che 1c¢ Ol \ 
\sh wd bu , 
ntiere 4 il }« 
ta vear till h leath w ‘ 
hvation to J the | ( ! 
do it 
See com cial ‘ 
t Tp 1 partner 
i nat T erene to thre ( 
co i ‘ pra the | 
ce, introduce the que " ‘ 
of that tact 
1 Don't ll hiel pret 1 
il i } ( rhe ri 
mh I 1 1 
al t 
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BROCHURE ISSUED ON 
MARCH MEETING TOPIC 


National Association Publishes 
Symposium on Monthly Sub- 
ject for Discussion 


PROMINENT CONTRIBUTORS 


Articles Cover Various Angles of Life 
Insurance and College 


Finances 
i M rcl subjec iss! 1 
] lerwriters’ assoc s throug 
< e country 1 s “Life s ance a 
college finances” and for the aid of the 
local associations the booklet on this 
subject has been compiled by Everett 
M. Ensign, executive secretary of the 
National Association. Mr. Ensign opens 


the symposium with an article on life |d 
insurance and its comprehensive appli- | 


cation to financial difficulties of students | 


in institutions of higher learning He 
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FIGURES FROM DECEMBER 31, 1923, STATEMENTS 








explains the value of an education dem- | 


onstrated by authentic government sta 


tistics which proved that time spent at | 


college is worth $40,000 to each individ 
ual. Mr. Ensign said that the percent- 
age of registrations at the great Ameri- 
can universities shows a d 
war levels following the phenomenal in- 


crease from 1919 to 1921, financial in- 


ability being the great stumbling block. 
He said that is easily overcome by lite 
insurance and that educational policies 
in a variety of forms to meet all needs 
point to a new era in life underwriting. 

\ prospective consideration of life in- 
surance for American colleges is given 


lecrease to pre- | 


— BI a ( EE 





LIFE COMPANIES 
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ANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - - $23,200,000.00 





TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 


TWENTY YEAR SETTLEMENT 





Gentlemen: TI D t Agent, A. H. G ' Matured in the 
oe ees ae oe OLD LINE BANKERS LIFE INSURANCE 
Pas = ; erp eae Cas P COMPANY 
me fencing Tage yin Rag = 9 Phyo tn coe fl , at of Lincoln, Nebraska 
an he dr r 2 ~, i \ ~ t ! tt cs t S7 . 
My bro er ha " ( 
ee eee Name of Insured J. C. Philbrick 
when we did get Residence Wymore, Nebr. 
It is a pleasur th mpany that rompt Amount of Policy $1,000.00 
= — 2 Total Premiums Paid 535.00 
. — SETTLEMENT 
Total Cash Paid Mr. Philbrick, $295.05 and 
a Paid-up Participating Policy for $1,000.00 
lf interested, consult one of our agents or write Old Line Bankers fe Insurance ( f Nebraska mad N Ste nooln, N 
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Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
eee Legal Reserve 
.$16,666,178.00 
Surplus $1,427 ,367.00 
Insurance in Force............. $173,309, 166.00 
The COMPANY has $109.37 of assets for each $100 
of liabilities 
Rate of Interest ees . 2.22 -0.20% 
Mortality......... eee wicewewea dui hioaaiaale 45% 
Liberal direct agency contracts available i in Pennsylvania, Virginia, 
Southern Indiana, Southern Illinois, Southern Ohio, and Kentucky 
to men of ability and record of successful results in personal pro- 
duction and organization. 


ST eceeeerceaeePeRe Erreur re ee, es 5 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 

Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 























Insurance Record, 1923 


New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 








Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Participating and Non-Participating Policies. 


Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 


e. less work for nothing. 


NATION. AL UNDERW RITE R 


CINCINNATI CONGRESS 
WAS GREAT SUCCESS 


Bright Galaxy of Life Insurance 
Men Spoke at Sales 
Convention 


COLUMBUS HOLDS MEETING 


Some Practical Hints Were Brought 
Out Which Will Be Utilized in 
the Field 


The Cincinnati Sales Congress, con- 
ducted by the southern Ohio and north- 
Kentucky life underwriters’ associ- 
ations, was held in Cincinnati Thursday 
with about 350 in attendance. The Con- 
gress was presided over by C. Vivian 
Anderson, president of the Cincinnati 
association. E. B. Hamlin, of the 
National Life at Cleveland, president 
of the Ohio Life Underwriters As- 
sociation, started off with a talk on asso- 
ciation work and the value of the state 
association to the local and national bod- 
ies. 

Paul M. Ray, 


of agencies of 


ern 


assistant superintendent 
the Equitable Life of 
Iowa, ied off with his talk, “The Job 
and the Man.” Mr. Ray discussed the 
business of life insurance from the 
standpoint of the agent and brought out 
many points of an inspirational and in- 
structive nature. 
A. D. Hatfield’s Address 


A. D. Hatfield of the State Mutual at 
Cleveland brought out some new angles 
on business insurance. He drew on his 
own experience before he entered the life 
insurance business and showed how busi- 
ness insurance on the lives of two of his 
partners who were accidentally killed 
would have completely changed the situ- 


ation. He discussed the many ways in 
which business insurance is a solution 
for the problems of business corpora- 


Hatfield is 
writers in 
to the 


tions and partnerships. Mr. 
one of the large personal 
Cleveland and his talk was up 
minute. 

The inspirational talk of the day was 
that by the erudite Stewart Anderson, 
head of the publicity department of the 
Penn Mutual at Philadelphia. Mr. An- 
derson took for his inspiration the poem 
of Sam Walter Foss and said that “let 
me live in my house by the side of the 
road and be a friend to man” exactly 
describes the life insurance man. He 
touched on the higher and ethical as- 
pects of life insurance and drew for his 
hearers a beautiful picture of the life 
salesman who emphasizes the highest 
type of service. 

Service to Old Policyholders 


The afternoon session opened with the 


skit “Service to Old Policyholders,” 
which was given by Messrs. Shepherd, 
Norton and Anderson before the Na- 


Underwriters Association at 
It was an imitation 
at which the 


tional Life 
Chicago last vear. 
Monday morning meeting 
routine work of a general agency was 
discussed and many points with refer- 
ence to both new and old_ business 
brought out. This feature is a decided 
hit. 

S. 1.. Morton, general 
Connecticut Mutual at St. Louis, gave 
of the best talks of the day on in- 
insurance. He said that income 
although it is much discussed 
in life underwriters’ meetings, is not 
written to the extent that it should be. 
He called for a showing of hands as to 


agent of the 


one 
come 
insurance, 











lthose among his audience who have 
|their life insurance on the income plan, 
land even in a life insurance gathering, 
|the percentage was comparatively small. 
Seaman. Mr. Morton writes most ot 
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his business on the income plan and for 
an agent who really knows his business 
well enough to give real service, showed 
it is clearly the only plan on which he 
should work in most cases. He gave 
typical cases of selling income insurance, 
where the prospects had been brought 
up gradually to buy the amount of in- 


surance they should carry. 
Perez Huff Speaks 
Perez F. Huff, who has a twenty mil 


lion dollar agency in New York City for 
the Travelers, discussed selling methods. 
Mr. Huff said he did not sell much in- 
come insurance, but writes large cases 
on wealthy New Yorkers. In addition to 
running a large general agency he is 
one of the largest individual producers 
in the country. 

The last talk of the day was by E. B. 
Weathers of the National Life of Ver- 
mont at Louisville, Ky.. who discussed 
“This Business of Ours.” 


SALES CONGRESS AT COLUMBUS 


COLUMBUS, O., Mar. 7.—Quite an 
impetus was given the life underwriting 
class at the Y. M. C. A., Columbus, and 
a number of new members were taken 
in by the Life Underwriters Association 
of Columbus, as a result of the sales 
congress held in this city today. It at- 
tracted insurance men from all over cen- 
tral Ohio. On the program were P. F. 
Huff, Travelers at New York; C. Vivian 
Anderson, president of the Cincinnati 
association; P. M. Ray. assistant super- 
intendent of agencies, Equitable Life of 
Iowa: A. F. Young, vice-president of 
Guardian Savings & Trust Co., Cleve- 
land, who talked on “Life Insurance and 
Trust Company Service”: E. Ham- 
lin, president of the Ohio Association of 
Life Underwriters, and W. B. Burrus, 
sales counsel of Kansas City. M. D. 
Donham was chairman of the morning 
session and Ralph W. Hoyer presided in 
the afternoon. 

Hamlin Commends Associations 


E. B. Hamlin of Cleveland, president 
of the Ohio Association, spoke before 
the Columbus sales congress on the 
growth of the association movement and 
its advantages to the agent. Mr. Ham- 
lin traced the development of the local 
association but more particularly that 
of the new form of organization, the 
state association. He believes that this 
unit is one of the most important in the 
national work, as it is the connecting 
link between the great National Asso- 
ciation and the numerous local associ- 
ations. He stated that it is practically 
the only means of bringing together 
the members of the local associations. 
Mr. Hamlin outlined the details of the 
organization in Ohio, showing the con- 


structive work which has been carried 
on, particularly through the three 
standing committees, legislative, busi- 


and speakers. In his ref- 

the National Association 
commended the adoption of 
interest program which 
brings before each local association the 
same general topics each month, link 
ing some other branch of business with 
life insurance 


ness practice 
erence to 
work, he 
the community 


Successful Fight on Tuberculosis 


A reduction in the tuberculosis death 


has been effected in 


rate of 68 percent 

seven years in Framingham, Mass., as 
the result of a health demonstration con 
ducted in that community by the Na 
tional Tuberculosis Association with 
funds supplied for the purpose by the 


Metropolitan Life This result was an 
nounced by Dr. Donald B. Armstrong 
assistant secretary of the Metropolitan 
and former executive officer of the 
Framingham Health & Tuberculosis 
Demonstration. 

The death rate trom 


tuberculosis 


Framingham, carefully corrected for 
resident and other errors, since Jan. 1, 
1917, has declined from 121 per 100,000 


100,000 in 1923 
similar towns in 
have shown 


population to 38 per 
During the same period, 
Massachusetts and elsewhere 
onlv reduction in deaths of less than 
hali the Framingham figure (32. per 


cent) 
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A Book Long Needed in 
The Life Insurance Field Now 
‘To Be Published 


A DICTIONARY OF LIFE INSURANCE TERMS 


FOR NEW AGENTS FOR OLD AGENTS 
FOR STUDENTS OF LIFE INSURANCE FOR OFFICE EMPLOYES 
FOR COMPANY OFFICIALS FOR ACTUARIES 
FOR POLICYHOLDERS 


THE DICTIONARY-ENCYCLOPAEDIA 
OF LIFE INSURANCE 


By J. A. Jackson 


A Dictionary of Terms—An Encyclopaedia of Life Insurance 








] 


Around the subject of life yg tay over a long period of years, has grown up a vocabulary almost as 
peculiar and distinct as tha at surrounding the practice of medicine, confusing the layman and “stumping” even the 
agent and actuary to explain, if not to pe Pana ) 


Hundreds and thousands of words and terms “Greek” even to many in the business. How often are 


you — ted with such app arently simple questions as AV fh; is the reserve?” “What do you mean by cash value?” 
“What are ‘premiums, ‘refur ids,’ ‘dividends’? “‘What are ‘options’? “Accelerated endowments”? ‘Gross.’ 
‘Book.’ “Office.” ‘Net,’ ‘Level,’ ‘Single,’ ‘Pren en ss?” “What does ‘Loading,’ ‘Selection Against the Con pany.’ ‘In- 
surable Interest’ and a host of ot] eT EX] hat have grown up about the policy contract and life insurance practice 


mean, an understanding of and the ability to detine which are essential to the life 


The plan of the work i ique.” The words or phrases to bi 


body of the bo yk, as In an or nary dictionary, Dut DV numbDer, related tern being grout l together 1 farast . 

practicable. lo findthe definition of anv term or phrase, consu he alphabetical index for t number of the w , 
or term to Be defined. Turning then to the body of the work, the number w be more quickly perceived and identi- 
fied among the many terms discussed than would the word itself in the ordinary wat 


The specia al advantage « t this plan is f ul lin tl e fact that related terms thus grouped define each other in a 


measure, often giving the inquirer a more comprehensive view of the meaning of any single term than would be prac- 
ticable heii eh ates Piast are far apart in the b dv « f the W rk a they Iten i necessitVv are, w n arrange i alpha- 
betically. Everyone will realize that, in studying the meaning of a word or term, it is often desirable to compare 
synonymous terms or expressions, th ugh to do so one must search again in the body of the book for the synonym or 
related term if indeed he realizes what particular term or expression he needs to find 


By reason of the topical arrangement of this book, we have not merely a dictionary, but a TEXT- 
BOOK OF LIFE INSURANCE, with the further advantage that, opening the volume anywhere, one may 
read right along as a continued story or discourse, what follows at any stage being intimately related to 
what precedes. 

The value of such a book lies naturally in its accuracy 
and completeness. 


The fact is that the definition or P ypular eX} lanation NATIONAL UNDERWRITIE R COMPANY. 


ot anything technical is very d difficu It. Mr. Jackson has ag 
: : t -{* Cincinnati, Chicago, New } 


been working virtually his whole life time on the materia 

for this book, hoping that it will become his monument a a aie ceed 
and that it will be accepted as one of the standard life in-  .,)°, DICTIC yN LR \ _} \ Cy Cl OPAEDI \ ¢ NF 
surance works. His long experience as a writer and in- [JPY INSURANCE.” for whicl 5S gt ge 
structor equip him not only with the knowledge of life in- $2.50 « my yt eee agree tO pay 


surance phraseology and terms, but the ability to explain 
them simply and clearly. The definitions have been gone 
over by several of the well known New York actuaries \ 
and Mr. Jackson guarantees that they are to be relied ~*** 
upon. 

You will need this fine addition to life insurance Company 
literature in your office. 

We should be greatly pleased to receive your reserva- Addre 
tion for a copy on the blank below. 


| 
THE NATIONAL UNDERWRITER CO. A book you will have to buy BUT ONCE and it will i 


rmanent Par r 


a 
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LIFE INSURANCE BY STATES 








Prestige and Good Will 


During seventy-nine years of active service to 


Business issued in 1923 and amount in force December 31, 1923, in various commonwealths 

































policyholders, the MUTUAL BENEFIT has demon- = meant tn Pane 
° eqe °° . aa UU ® 72 37,444,970 
strated its dependability as a Life Insurance Company NEBRASKA jerkshine Le ie oacc. ae 27'863,882 
| Acacia ut. L ife “ee 5,897,800 


y¥ | Continental, I]! 


idle ae ; err NS Bilge i 
aiming to satisfy its membership. The prestige and Continental, Ill 

















good will the Company enjoys are due to its long a ee ee eee ee ae. x. 
- . . : Mutual Life, N. Y... Home Life, N. ¥ 
record of equitable service, which redounds to the Security Mut., N. ¥ Penn Mut.’ Life.. pI 
~ ° National Life, Vt.... 3,582,982 | Federal Un., O. 
benefit of agents. Equitable Life, N. Y. 28,361,975 | Federal Un., O 
Amer. Life, Tex.... 1,83 30,060 Western Un., Wash. 
Union Mutual, Me.. Equitable Life, la. 
Mo. State Life....... Mo. State Life.. 


Mo. State Life.. 
Sun Life, Md... 
Sun Life, Md.. 


Mutual Trust, Ill. 


The Mutual Benefit Life Insurance _ {/'::!"0:, Wien 














Northwestern Natl... 
Federal L., Ill..Ord 
ederal L., Ill. .Ind. 
N. American, Can. 

Pennsyl, Mut...Ord. 
Pennsyl. Mut....Gr 
Pennsyl. Mut....Ind 


Amer. Old Line..... 460,000 
Bankers Res., N ) 
Columbia, Neb.... 
Omaha Life . 
New York Life... 


Amer. Central, 
1,459,170 | Farm. & Trad., N. Y. 


Amelon National Insurance Coan hus. Men's Assure: 73 
OF GALVESTON, TEXAS “s s —— s ia & 754,301 Styne Me ee ~~ * ‘ 
enn Mutual..... ..+. 1,663,353 9,316,806 | Century Life nd. 


Franklin . 929, 99 | Franklin Life.. 
C Jefferson Standard... 299,100 294,100 | Fidelity Mut.. 
ompany Guaranty, Ia... : 136,750 50 | Continental L., Del 
State Mutual. "Mass. 784,641 Maryland Life... 
Phoenix Mutual. 603,591 Union Central Life. .10, 2 951, 601 
Newark, New Jersey Minnesota Mutual... 1,156,211 Home Life, Del.Ord. 8,005,764 26,717,689 
| ettonal Fid., Mo... 122,140 Home Life. Del..Ind. 237 
° North Amer Nat. -. 1,359,500 5,23 Security Life, Va.... 
Organized 1845 Northwestern, Neb.. 1,715,500 6,634,000 | United L. & A., N. H. 
| S PVCS, WOR... cccce 196,000 Baltimore Life. .Ord. 
| Lincoln Liberty, Neb. 3,029,528 jaltimore Life..Ind. 
| 

















W. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, ra . , ‘= “ne ° 
Prenen viatPesen si.suams || Sorthn Sates i vada | Eureka Be Akt" 
0,046 | Eureka L., Md..Ind 





Mass. Mutual... ey S ; 
FINANCIAL STATEMENT DECEMBER 31, 1923 Gt. Northern Life... d A 27.000 Old Line Life. Wis.. 
Columbus Mut., ay 52, 196,700 | North American, Ill. 
ASSETS LIABILITIES International L., Mo. 
(ro — = — = Inter- eosnees, Ky 




































































Real Estate Owned....... -$ 957,573.54 Net Reserve (American Ex- —_ Colonial L, N. J.Ord. 
Mortgage Loans (First Lien perience Table, 3 & 3'4%)$13,683,716.00 | MARYLAND ,Colonial L., N. J.Ind@. 
on Real Estate)....cccs- 6,101,583.63 Reserves for Death Losses in | iCanada Life .... . 
Collateral Loans oeees 25,000.00 Process of Adjustment or EEE —_— —!} | West. & South..Ord. 
Loans to Poli yh ders (On Adjusted and Unpaid..... 160,679.10 { West. & South..Ind. 
this Company’s Policies).. 1,655,851.80 Reserve for Taxes and De- TyTT In Foree | New York Life...... 
Bonds .. 6,128,425.85 SOI cavastcanexasaes 133,623.70 Southern Life. Md.. 150 507,432 | Northw. Mut. Life.. 
Cash in Banks eeeee 1,489,106.55 Miscellaneous Liabilities .... 223,398.24 State Life, Md 5 1 oy 800 | Ame r. Life, Mich.... Ps 
Certificates of Deposit (De- Capital Stock ..$1,000,000.00 Maryland Assurance. 58.317 1,773,880 ‘ olumbus Mut., QO... 
mand) ; esa 2.452.15 Assigned Fund Sun Life, Md........ 1,506,000 1.072.509 | Prude ntial gn eat a Ord .92 
Interest Due and Accrued.. 394,499.82 and Surplus .. 1,869.171.45 fee etree . --Ind. 
Deferred and _  Uncollected Surplus Security to Policy- | — | Freee 1; eh y. <aF 
Premiums (Net) ae ‘ 307,849.80 re ee -- 2,869,171.45 | anes. o> a y Ord. ' 
Due from Other Companies KANSAS pee _ a SPS i 
Account Re-Ins eae 7,500.00 | suard. L., « Roagg 
ot acne Stn ts can wee | | | Reliance Life, Pa... 
ea soe eee 745.35 ; |Girard Life, Pa. 872, 
sismaraileons stat i ue rkata Issued = In Force Bankers Life, Neb. £98,004 | 
Total Assets . ‘ $17,070,588.49 Betal Linbitles ..cccccecs $17,070,588.49 Amer. Central, Ind... 1,055,410 8,702,000 | R oe non . %.. 134,070 
. Amer. Life Reins 633,110 4,068,349 | Hseserve Loan Life. 
smowenee Gey Goemremee Bp PereR es occ iciccnciccscecacetses $33,.579,608.00 }Amer. National, Tex. 378,000 |! acific Mut _ Lite 1 
Increase in Admitted Assets Pei et Keema hs 773,964.00 | Bankers Res., Neb. ..70,457,705 | Natl. Life, U.S. A : 
Increase in Surplus Security to Policyholders............ 313,347.00 }Columbus Mutual, O. 280,500 
; : ‘ce wiry “on —— | Equitable Life, la ¢ 36 — 
LIFE INSURANCI SURPLUS SECURITY ADMITTED ASSETS | Great ‘Southe rn, Tex. 
IN FORCI to Policyholders $17,070,588.49 l(iuaranty Life. la MISSISSIPPI 
$215,037,404.00 $2,869,171.45 i Home Life. N. Y.. 
saceaile ton ae Diets wel he Ma a Cal | Kansas Life : 
Operates in 21 States and the Republic of Cuba Tinente Etiaste. Mets 9 ; 
Total Paid Policyholders Since Organization, $14,328,720.46 | Minnesota Mutual. | Issued In Force 
: | Mutu: | Benefit Life | Phoenix Mutual « 635,640 ‘ i 
| Natl. Savings, Kan °9| Protective Life, Ala 136,000 
New England Mut Acacia Mutual. 214,000 
-~ ~ - : ————— New York Life 5 } American Natl... Tex 608 500 
|} Occidental Life, N. M | State I ife Ine 1 
| Register Life la 1 | Aetna Life = > 
OOK ' | State Life, Ind Volunteer State. 7 
L ° If | Travelers ne | Missouri State Life 
7 : F | Union Mutual, Me... | Sourtabe Life, N. ¥ 1,0: 561,69 
Here is graphic evidence of Penn Mutual progress 7 _ n ~ i oe Neb sanat aeT 
o> Mutua Senefit.. r 907 
in 1923: ; | Fidelity Mutual 1,024,848 
Paid for NORTH DAKOTA | Great Southern 2°278.531 
RL ai cas scvais dock aera eal $190,320,529 South’n L_& T., N.C. 356,500 334, eer 
ee 157,193,448 eee ee al... ab ged 
NRE TaS IR SUE yee nee 136,509,538 Issued In Force American 164,972 
Raa 174,931,411 Equitable 50.65 899,090 | Life, Tl H00 
ole 50 711 SS | Cruardi: 862.545 5,667,317 Mutual 1,195,248 
Mess ctanerwaeassen cers 159,711,554 i aeer B45 . uty 4.195.241 
- 333.0( 1 oe - Kansa S000 & Cas Tenn 994 981 
. A forward leap of $33,000,000 in a single year does not E erenael 1729779 5. Sandton fife 11.000 125.54 
just happen.” There was a cause! | Mutu 4691 10 Cent .Lifé 1.656.529 12.647.218 
Service and equipment profitably improved and added |New ¥ 1,625,872 18 hern Life, Tenn 16,500 1,281,651 
te n 1923 : if | N. Amer 6,500 tinental Life, M« 299.707 415.149 
tgs : 0? . 1: . , 7 iN. Amer - h 98.500 ittan Life 162,520 1.193.762 
Other improvements in 4 4, including effective in- if | North'n St Min T13500 1 ‘in Res.. Ala 511.432 O77, 889 
crease in Dividends and Intere | Pacif 274.230 | Natl. Life. U. S. A TOHR54 1,619,192 
CThere’s comradeship camane Home Office and Field |p | Resers 3,509 Atlantic Life, \ 194.324 41,151 
, ‘ : ; t") Kansas City Life 8,24 1 4 
in Penn Mutual Service. M ouri 74.1 1 | Reserve Loan Ske R40 R71 &26 
i 1 organization to work for and with Penn M 161,000 | Cotton States #37.58 877,224 
| Mutual TR5A9G [Franklin Lift 1.579.590 1.519.360 
iNew W 171,500 Prudential ees 1,195,859 7 vs 
The Penn Mutual 1Old Lit 1000 ' Jefferson Standard 1,786,500 0 
s > ‘ , | Natior 178,827 Mutual Life, N. ¥ 9.952.246 $4.7 
Life Insurance Company aera i air peutua) tafe, > eeeeees Soe 
Phi i< } Lamar Life 8 151 6,872 
Philadelphia, Pa. fle poe ey 
Organized 1847 lH ! Lif N 861,17 1,81 
PENNSYLVANIA |}Nath L. & A., Tenn. 1,056,500 = 1,766,000 
— af 2 ace | | | 
7 oe ae sf LA Lt 
—_ . —— —— ———— ——————— Issued In Force Kdward Milligar James Lee Loomis 
a week is the ecst of The quit. I... N. ¥..Ord 58,397,290 319-630,889 | aid William R. C. Corson were reelected 
National Underwriter ty Eauit. L.. N. ¥ Gr.18,518.048 53.594.709 | directors for four years at the annu al 
annual cubseriptics. Manhattan Life 1,116,863 1.994.446 | meeting of the stockholders of the Con 
r = =— = ee ———— ee | Conn. Gen ..Ord.11,864,721 44,682,744 | necticut Mutual Life 
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eens ¥ Progress of the right sort is essential. Mis- 
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. rez : directed energy that plunges forward un- 
e SESE lye, guided predicates ruin. But energy rightly 
r Poe F thy! directed and carefully guided is a direct 
| 5 ge F Ihc: assurance of progress. 
| Trt ‘a5 
| 5 The Central Life of Illinois has shown 
progress in the past and it is continuing to 
do so. It is abreast of the times. The 








policy forms are up to date and conserv- 
New Home Office Buildi ; ; : 
poy gy! ty ne ative with standard forms of Total Dis- 


Chicago pene a 
: ability and Double Indemnity Clauses. 
There are no “freak” forms. The business 
Agency Openings in principles of The Central Life are carefully 
Illinois directed to serve the policyholder and the 
Minnesota agent with specific and valuable coopera- 
Kansas tion. 
Iowa 
South Dakota 
Texas There is value in a Central Life agency 
Missouri contract. 
Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 


720 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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~The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be attained 
through a permanent connection. The companies that stay are the companies that pay 


the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUN INDIANA 














WANTED 


the services of a good field man for a 
rapidly growing, progressive young 
company. The company will be 
willing to pay a good salary to the 
right man. In replying to this adver- 
tisement, please give us full particulars 
in regard to your experience in selling 
insurance and handling men. Also, 
please state the salary you will expect 
to start on. 


Address H-78 
Care The National Underwriter. 











SECURITY LIFE INSURANCE CO. OF AMERICA 


THE ROOKERY, CHICAGO 


0. W. JOHNSON, President 


6s vas scedneviwn veesecesds .... «.$47,024,989.00 
6. Vl hip ee b deeb enthneneee eh aewnannk 5,668,015.25 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION ...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 
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AIR EXPERT’S COMMENT 





SAYS COMPANIES TOO STRICT 





Ralph H. Upson of Detroit Deplores Re- 
fusal of Life Insurance to All in 
Aircraft Field 





DETROIT, MICH. Mar. 11.—Ralph 
H. Upson, head of the Aircraft Devel- 
opment Corporation, manufacturers of 
balloons, dirigible or lighter-than-air 
flying craft, offers some _ interesting 


|} comments on the attitude of life com- 
| panies toward aeronautics. 


Mr. Upson 
has a national or rather international 
reputation in flying circles, made during 
the past 10 or 12 years, both before and 
during the war. He has been a partici- 
pant in almost every national and inter- 
national balloon race of note during 
those years. He represented America in 
Gordon Bennett Cup races in Europe, 
having won the race in 1912, and also 
setting up an American record of over 
1,000 miles before the war. During the 
war he performed invaluable service for 
the government in aeronautics for both 
the army and the navy. 


Hard to Get Coverage 


He has obtained coverage for the past 
two years for the national races, held at 
Milwaukee last year and at Indianapolis 
last July, getting the protection in a 
great amount from Lloyds of London. 
He has tried innumerable American 
companies without success. 

Most of his present life insurance, and 
he carries a good amount, has the fly- 
ing clause, i. e., when he leaves the 
ground on a flight, and he makes only a 
few flights a year perhaps only three, 
for his work is more of an engineering 
or designing business than flying, his 
coverage lapses, until he returns safely 
to earth. Mr. Upson says: 

* ‘Asleep at the switch’ would be a 
mild way of accounting for the continued 
skeptical attitude of American insurance 
toward aeronautics. There is of course 


| a certain risk in flying, of which reas- 





onable account should be taken. Every 
advance in science and civilization brings 
new dangers, although these are always 
more than counterbalanced by the in- 
creased security and health of the peo- 
ple generally. Caution is certainly to 
be commended but not to the extent of 
letting it become a complete paralysis. 
Cites Early Automobile Practice 


“For example, in the early days of 
automobiles, chauffeurs were banned by 
many of the American life insurance 
companies. In other words, the man 
who made a daily business of driving a 
car was put on a probation list until 
there was sufficient data collected to 
show him to be a good risk,—quite a 
reasonable attitude to start with. To 
have put the manufacturer. the designer, 
or the occasional rider of an automobile 
on such a list would have been obviously 
absurd, yet that is essentially the present 
attitude toward aeronautics. A ques- 
tionnaire attached to the application 
blank of one well known company reads 
something like this: 

‘ ‘Are you engaged in any unusually 
hazardous work?’ 

“‘Have you ever made an aerial 
flight?—If so, list below the occasions 
on which flights were made.’ 

‘ ‘Do you contemplate in the future 
any hazardous journey or any aerial 
flight?’ 

AN Alireraft Men Blacklisted 


“The fact is that practically anyone 
having anything to do with anv tvpe ot 
aircraft is simply put on the ‘black list.’ 
Pilots, passengers, engineers, construc- 
tors are all lumped together as ‘out- 
side the pale.’ Even the name ‘Aircraft’ 
on an office door seems sufficient to drive 
awav the average insurance solicitor! 

“There is no reasonable excuse for 
such an attitude. The records of the 
past two vears in the air mail, the aer 
omarine airways, and now the St. Louis 
meet, are fast removing the aviator 
from the high risk class.” 











Wites 


March 13, 1924 


LIFE INSURANCE EDITION 


17 




























= as 
| ARE | 
fi: ..8 THIS ty WY 
$10,000 POLICY he INTERESTED ? 
ON MY LIFE AS 5 


COLLATERAL . 












THATS GOOD 

























7 ENOUGH SECURITY \of" 
_ FOR OUR BANK. 2 


ver 


4 hd 4 ; 
Z| y 
es 
y FAA 
_ “Y 


4 


MG. 
= 





















GF vwcshoses ‘ 
» rp ws 








_ 


1) 2 4 *nours 
= OF RECEIPTOF PROOFS ~ 
c\ J 

wl ¢ 











YOU NEED’A LIFE POLICY IN® YOUR BUSINESS. 


ILLINOIS MANAGERS WANTED 


La Salle 
Springfield 


Freeport — 
Peoria 


At Bloomington 
Elgin — 


Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 


LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 












INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 
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Published eve Thacete by THE NATIONAL UNDERWRITER COMPANY, Chiccge. \gency Diree tor a F. Gilbert ot the | «: critically ill tor some weeks He has 
Cincinnati = Th York. EDWARD J. WOHLGEMUTH. President: JOHN 'F- San Jacinto Life of Beaumont, Tex., is | been in the hospital waiting for his 
j WOHLCEMUTH, g H. E. WRIG and NORA VINCENT PAUL, Vice-Pres- siete “E.. | ; he : ; 
idents: WI LIAM A. SCANLON, Southwestern Manager; FRANK. W. BLAND, GEORGE again spurring agents of that company | physical condition to get better that an 
C. ROEDING and O. E. SCHWARTZ, Associate Managers. fli to extra effort that they may quality | operation for appendicitis might be 
Cc. M. CARTWRIGHT, Soe nasing, ry? for the viet to the fine new home office | under gone While still a very sick man. 
: HOWARD J. BURRID Associate tor building in Beaumont, April 20, which | it seems that he is somewhat improved 
RC BUDLONG. ‘Assocete Editar” is going to be “San Jacinto Day.” Not nd his friends are less anxious. 
CHESTER C. NASH, Jr., Associate Editor only for the agents of the company but ae 
| , e 3 > eaee ‘ 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO. Telephone Wabash 2704 all eaumont, for this is the great cele President William H. Hunt of the 
CINCINNATI OFFICE, 420 E. Fourth St., Telephone Main 5192, RALPH E. RICHMAN, Manager bration day of the year for Beaumont | Cleveland Life is going away. He does 
E. R. SMITH, Statistician ABNER THORP, JR., Director Life Insurance Service Dept. folk. To keep the city agents working, | not know where. He does not know 
NEW YORK ceric’, 80 Maiden Lane, New York; Telephone John 1032 there is a sign in the home othce agency vhen But he will probably soon be 
GEORGE A. WATSON, Eastern Vice-President room which reads, “Take an app, not a j}gone. Mr, Hunt’s proclivity for travel . 
NORTHWESTERN OFFICE: 307 lowa National Bank “dg. Des Moines, la. Tel. Market 3957 nap, each day,” which is a new one. is well known but he rarely makes plans : 
| J. M. DEMPSEY, Manager , id ’ | itr pli tama ut aret) é pian 7 
—a eaieahiiaen , = ; }in advance. He just goes. Many years 
= Subscription Price, $3.00 a year; in Canada, $400 a year. Single copies 15 cents Griffin M. Lovelace, director ol! the | Axo when he was a bachelor, killing time 
_Tn combination with the National Underwriter (Fire and Casualty) $5.50 a year; (Canada $7.50 life insurance training course in New | in San Francisco, returning to his room 
= — - ~ — ———! | York University, is » busy man these |jn the Palace Hotel from a late break- 
} 


days. He is much in demand a5 4) fast. he noted a travel bureau office in 
° . 4 speaker before life underwriters’ asso- | the lobby He stepped in, got interested 
Uniformity as to Licenses ciations and other bodies. He spoke] jin a folder describing Honolulu and 
, : ..| this week before the New York City | asked when the steamer left. “Today at 
THERE are some state insurance de- tendent threatens to invoke the law if] cales congress. On March 21 he will be | noon” was the answer and he nat & | 
statements are not filed on] a speaker at the Philadelphia congress | stateroom and left at that hour. He 


partments that have unreasonable require- the financial 
“oo oe > > ~ > . 
and on March 29 at the Boston congress. went on to Japan and then decided to 


ments as to the time of filing annual time. Some insurance commissioners have 


; ; on a a Game for in- he » habi F allowing leewav for te . : go around the world. This is the way 
statements by companies. Some for in ven in the habit of allow g leeway fe J. Sawyer, secretary of the Mid- Sle. Stunt whens tie teavaie. 
stance under the law have Feb. 1, as the many years back. Companies look upon i. Life of Lincoln, Neb., and one of fe 
time. Owing to the fact that the INsur- such customs as having been established | the organizers of the company, died C. W. Stillson, general agent Midland 


» . P > ~¢ - ~ re re > 
“a 6, aged 79. me ae yo ina Mutual Life of Ohio at Youngs stown, O.. 
: er ot the pioneers ot ncoin, a leading 
securities committee that gets out valua- commissioner and he at once commits hari- | ; I ; ; ‘ : is a member of the board of education of 
t § ; ; led iawyer and director in one of the larg- | hat city and requested at a last week's 
f securities the companies are kari because the statements are not filed | e< : - hs en incapacitate y al ata k . 
f securities e ¢ 1 est banks. He had been incapacitated meeting of the board that use of the 


,nce COMMISSIONERS CONVENTION has a_ and therefore follow it. In comes a new 











trons ( 
obliged to wait for this book. This is not according to law. ne : by illness trom active work for several | ,ook “Fairies of the Northland” be dis 
out until the latter part of January. In- There should be a uniform date for} Years continued in the schools because it con- 
: st ¥ Sa are fili ateme ‘ 1 ‘ a mee tained a recipe for making beer 
asmuch as the insurance departments are filing statements, Mar. ., for example. rhe Kansas City Life has gotten out The pans scare ba r oe aiid 
1 companies to give as complete That would give any company ample time |. ie, a" eT ee Cs : jools 
requiring comy s 8 I j , g J pan) s a booklet with W alter ¢ luff, supe rvi or that it would be an impossible task to 
financial details as possible at the end of to get its figures together. Then com-] of the department of instruction, as expurgate references to liquor from 
the year, much labor and time are involved panies should be obliged to file their state- a It is a text - 0k oy — literature used in the schools, citing 
: . : fe insurance in general and the Kan- = 1. “1. , ‘ 
in getting up the figures for the state- ments by that time or pay the penalty. ane City Lit - pene ie te wane Dickens, Shakespeare and others as 
: sas e < ° s < 
; = cil ca ali a : 7 ee yer - ortrayal of alcoholic incidents 
ments. Most insurance departments waive Where there is a particularly hostile com-| 4¢ the educational work of the Kansas |? Before ; the aie —_, news 
the time and allow companies to tile their missioner and his State requires | state-| City Life in connection with its own | papers were requested by Mr. Stillson 
statements within a reasonable period ments to be filed Feb. 1, companies are | men. not to mention the incident, “or every- | 
afte bliged file an incomplete statement T one would be trying to get a copy of the 
thereafter. obliged to © « I Vic ) . " . : - 
. ice-President FF. X. Quinn of the | pook” 
- ‘... nee . _ S = “ a ~ 00 

However, companies are often confront- because it 1s , physically impossible - to Fidelity Mutual Life announces that a a ae 4 

ed with what seems to them to be great assemble the figures and get the state-] March will be set aside to honor Presi- 


W. C. Temple of Dallas, Tex., rep- 
resents the Ohio National there and. 
while only a couple of years in the 
business, led the agency forces of that 
company in 1923 and has already $2.000, 
000 in force in his agency. In February 
he sent in 11 applications for $147,000. 
Mr. Temple is a 33rd degree Mason, a 


ment prepared by Feb. 1. dent Walter Le Mar Talbot who was 
elected to the chief executive position 
= - ° ten years ago. Mr. Talbot started as 
Deciphering Personal Signatures an ofhce boy more than 30 years ago and 
gradually marched up the hill of fame 

BUSINESS transactions require a certain written and the names of the signers do] to his present position. Under his lead- 
top of the letterhead.| ership the Fidelity Mutual Life has 
-—.; lar! “eke forged ahead in a remarkable way. Dur- 
running smoothly and regularly. Som hae aj | img that period its resources, insurance | Shriner who is a past potentate and is 
customs have been established in business one got out a magnifying glass, a pair] iy force and income have been doubled. | also rated high as a civic worker and 
correspondence that are highly desirable. of compasses, a tracing pen, a magnet and] The amount of new business last year | interested in all that concerns his city 
Getting away from the old, conventional, a pair of tweezers in order to try to} was three and one-half times that of | While a very dignified person, he proves 
bring to light the signature at the end of | 1915, when Mr, Talbot was elected to | to be a good mixer and his success in 
his present position life insurance work is confidently ex 


danger because some insurance superim 


efficiency in order to keep the machinery not appear at the 
It is harking back to the old days when 


stereotyped form of opening or closing a 
eliminating the involved sentence, a letter. l-very fellow in the office had 


le 

letter, ; “ ; . \ ; — ; pected to be even greater. 

cutting out the superfluous, being less re- his turn in trying to guess. Why people, Albert Goldsmith, prominent in life one 

dundant—all this has tended to reduce and especially mere men, endeavor to make | insurance circles in San Jose and W. W. Moore, vice- president of the 


Fresno, Cal., and general agent for many | Inter-Southern Life of L ouisville, is 
vears tor the Columbian National in| serving his state as a juryman these 
—_— ‘ avo st one witl n pecially their signatures has not been ans- : . ‘ : yee 7 

\ few years ago someone with a keen pecially cir Sig — central California, dropped dead at his | days. He is an attorney. of course, and 
custom of having wered. It would require a rosetta stone] ome last week. At one time Mr. Gold- exempt, but does not take advantage of 
t the end of a to bring to light SO -per cent of the sig-| smith had one of the largest general | this. In his capacity of a jurvman he 
agencies in San lrancisco and was very | handed the Republican party a blow the 
; successtul, later restricting his activities, | other dav. I 
minutes or so trying to de complexity and intricacy of a personal sig- | , star : other és ne says. Asked about it, Mi 
1 : : : lowever, to the territory around his | Moore explains this by stating that “the 


ibor and time. their handwriting indecipherable, and es- 


ntelligence started the 
a Signature type written a 


letter so that the reader would not have natures on bank checks However, the 





to spend r 
cipher hieroglyphics that are more com- nature would not bother us if it were type- | country home at San Jose. jury sent three niggers to the peniten 
i ala in those found on Egyptian written below the name on every piece - tiary.” A severe — te G. Ch P. 
ruis The custom is now well nigh uni- of correspondence. Another laurel was attached to the] interests in Kentucky, of course 
real ¢ } the typewritten mwnature We propose a year im the county jal scnate of _ Edward Madden, Wisconsin : 
ersal Lve ypewr gnat a manager for the Kansas City Life, when Former Justice ‘Edward E. McCall, 
But even at this time there are some he and of $300 for any office that does he established a unique vacation produc president of the New Jersey Life of 
ghted « vhere t gnatures ar t put ‘this into practice tion record on his recent trip to the | Newark prior to the company’s retire 
’acifice coast Mr. Madden started his | ment and a brother of the late John A ] 
‘ . vacation by visiting the new home office | McCall of the New York Life. is ser 
Using the Defeats for Victory building of the company, now under con iously ill at his home in New York City 
struction at Kansas City From there atin 
. lounson. the well known life insurance man He can not win | he journeyed to California, selling $200, F. A. Hicks, superintendent of agen 
tcher f the Washington American every prospect There is some reason | 000 worth of policies en route, Mr. Mad cies of the Guarantee Fund Life, was 
league Baseball team. has some good hy he cannot. The fault may be with | de" recently received some well earned married Feb. 20 to_ Miss Eugenia 
‘ i , ; publicity when the home office of the } O'Hara of Council Bluffs. Miss O’Hara 
sdvice vive over defeats Baseball the prospect or it may be with the agent. company broadcasted his remarkable | is a daughter of F. J. O'Hara, district 
teal ire meeting with defeat every few It is up to the agent to study his de- | record of last vear. which was the first | manager at Council Bluffs for the 
t least They can't win all the feat and = strengthen’ his approach | year the company did business in Wis- | Guarantee Fund. Mr. and Mrs. Hicks 
ED ie Neeie: celeste oot anebe consin. Mr. Madden was given a quota are making an extended honeymoon 
ga Bass of $1,000,000 to produce through his or-]| trip in the east and expect to return 
ment You can’t afford to worry over matali dima as ganization. Largely through his personal | some time this week to Omaha. where 
the defeat of today Just figure out THERE are so many successful women | efforts he exceeded this figure by more | they will make their home 
you've lost, then begin to plan out agents these days who seem to write a | than 100 percent, doing a total business — 
ie victory of tomorrow, U you expect million easily, that it must make some for the year of $2,095,000 The “St. Paul Old Guard,” which a 
a ; . shown in last week's issue of THe Na } 
to Keep going of the male agents in the $100,000 class Actuary J. C. Reitz of the Midland | tronat Unperweriter in its reunion at the 
That is a very good policy for the feel sick Mutual Life of Columbus, O., has been | New York Life agency convention, is 
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nuch more of a veteran organization 
inl was indicated by that story. That 
group of agency managers and company 
nen constituted the St. Paul office in 
1892 and not in 1906. They have re- 
mained with the New York Life for 
these 32 vears and have risen to promi- 
nent positions in the field of life under- 
writing with their original company. 


John B. Henley, recently appointed 
chiet supervisor of agencies of the Equi- 
table Life of Washington, 





Was very prominent in Masonic circles 
He was considered a man of exceptional 
bility and wide experience 

Rupert F. Fry, president of the Old 
ine Life of Milwaukee, has left the 
home office of the company for a south- 
ern trip of several weeks’ duration, in 
the course of which he will inspect the 
newly opened Texas territory of the 
company. One of Mr. Frvy’s principal 
stops will be at Houston, Tex., where 
he will conter with B. F. Myers, south- 
western superintendent for the company. 


The Minnesota Mutual Life has just 
published a new booklet—*Why the 
Minnesota Mutual.” The booklet out- 
lines the advantages of a connection 
with the company, at the same time 
placing in the hands of general agents 


a definite and practical help to enable | 
them to sell the life insurance business | 


and the Minnesota Mutual to prospec- 
tive agents. Certain sections of the 
hooklet are written expressly to sell life 
insurance as a vocation to the new man. 


Henry C. Lippincott, “Dean of Amer- 
ican Life Insurance,” who will be 80 
vears old April 12, has written a tribute 
to Wiliam Penn in the masterful lit- 
erary style for which he has been fam- 
ous for half a century The tribute 
torms the introduction to an illustrated 
booklet just issued by the Penn Mutual 
Life for distribution to school pupils 


ind others interested in the founder of | 
Pennsylvania Mr. Lippincott was | 
Penn Mutual manager of agencies for | 
2 years, retiring more than a vear ago | 


but not severing his connection with 
he company 





Tender to Bar Interest 


\fter plaintiff had paid premium for 


nine years, the company claiming plain- | 


tiff had violated certain conditions, gave 
notice of its cancellation of the policy, 
the premium thereafter was offered 
every vear but the company refused to 
accept it. Held that the money tendered 
in payment was not retained by the 
tenderer nor on deposit in any bank this 
s not keeping the tender good, and un- 
der such circumstances, interest, which 
but for tender, would accrue, will not 
be barred, but must be allowed not- 
withstanding the tender. Judgment for 
defendent afhrmed Kroener vs. Mu- 
tual Life, United States Circuit Court 
of Appeals. 7th Circuit. 


American Life Reinsurance Examined 


Che Texas msurance dey irtment has 
mpleted its examination of the Amer 
in I t Re nsut ce © Dal is Che 
reports s ws e company excellent 
condition. Ina tion to the exhibit of 
res the con \ Is mplimented 
or the manner w hie handles its 
siness, administers its affairs and dis 
ites its mvestments 


Legislation Committee to Meet 


Superintendent of Insurance Harry 
I... Conn of Ohio, chairman of the laws 
d legislation committee of the Na 


tional Convention of Insurance Com 


ISS] rs, which associatior will hold 
ts spring meeting at Pinehurst, “April 
t and 16, inclusive, has requested all 
commissioners to communicate with 


him at an early date regarding matters 


to be placed on the business program | 


the committee 
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ccident Insurance— 


A Source of Extra Profit for the 
Missouri State Life Agent 


Accident Insurance is the logical running 
mate of Life Insurance. Buyers of Life 
policies quickly see the wisdom of safe- 
guarding their incomes, which pay the 
premiums. Life Agents place Accident 
policies along with Life policies by applying 


very slight additional sales effort. 


Accident Insurance renews readily with 


full commissions to the Agent. 





MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: SAINT LOUIS 


LIFE ACCIDENT HEALTH GROUP 
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A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 








“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








To the Man Who Is Willmg—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or illness are still adding regularly 
to their life insurance These drafts are delivered by our own sales- 
man ready to avail himself of a cordial introduction to the claimant's 
friends, or to provide the claimant himself with the additional life 
protection he intends to take sometime. 

We can use more good men to help deliver the 27,000 claim drafts 
we will issue during 1923. If you want to make MORE MONEY a 
letter with satisfactory reference will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPAN Y 


W.T. GRANT, President KANSAS CITY, MIS SOU RI 











1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets ance in Force 
Dec. 31, 1912.. .. ..$12,431,725.00 $ ‘67. 326, 327.00 


Dec. 31, 1922. 44,995 738.00 313,132,592.80 
The net returns paid on funds left with the Company is 4.8 per cent. 
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For information regarding agencies 


Address: : Des Moines 











Formerly the Masonic Mutual Life Association of the District of Columbia 

\ Insurance in Force, over $159,0)),0)9.09 Assets over $19,020,000.00 

bert tas all Standard Forms of O!d Line Lezal Reserve Policies at Net 
Cost to Master Masons Oaly. 

To pm who are Master Masons in good standing we offer: 

Liberal First Year Commissions. Continuo is Rerewals, thus insuring an 
ncome for life to permanent Acacia Agents. Real Home Office Cooperation | 
WILLIAM MONTGOMERY, President 
jHomer Building Washington, D. C. 























LIFE AGENCY CHANGES | 











MATTHEWS’ FIELD ARRANGED 


Connecticut General Life Announces 
the Appointments for Vermont Ter- 
ritory—Two Are Named 


Andrew C. Matthews, general agent 
of the Connecticut General, at Mont- 
pelier, Vt., for nine years, becomes gen- 
eral agent of the company at Boston. 
H. D. Comey will continue with the 
Boston office devoting all his time to 
personal production. Mr. Matthews 
went with the Connecticut General in 
July 1915. He had had selling exper- 
ience, but no insurance experience. Two 
of his agents, Duane O. Sprague and 
E. H. Kingsbury are going to Boston 
with him, 

Raymond A. Briggs becomes general 
agent in the northern part of Mr. Mat- 
thews territory with headquarters at 
Montpelier. He is a graduate of the 
University of Vermont, and for several 
years was county agent in agricultural 
extension work. Mr. Briggs kept up 
weekly production for 87 weeks start- 
ing with his first week with the com- 
pany. 

Norman A. Howe becomes general 
agent for the Southern section of Mr. 
Matthews’ territory with headquarters 
at Brattleboro. He started with the 
company in 1916 as a part time man at 
Saxtons River, Vt. He became a full 
time representative at Brattleboro in 
1919. 


John H. Ehn 


The Mutual Trust Life has rearranged 
its New England field and has appointed 
John H. Ehn, formerly general agent at 
Hartford, as manager of the New Eng- 
land department, covering Connecticut, 
Massachusetts and New Hampshire. 
Mr. Ehn is a prominent Hartford life 
underwriter, being a member of the 
board of directors of the Connecticut 
Association of Life Underwriters. Myer 
Greenberg will assist Mr. Ehn in the 
New E-ngland department. A banquet 
was given in Mr. Ehn’s honor last week 
by the field force, which presented him 
with a loving cup. 


W. M. Lillywhite 


W. M. Lillywhite, well known Salt 
Lake City insurance manager and for- 
merly of Ogden, Utah, has severed his 
connection with the Continental Life of 
St. Louis, to take the general agency at 
Salt Lake City for the International 
Life of St. Louis. The agency will cover 
Utah, Idaho and Nevada. 


W. W. McBride and C. A. Moore 


Will W. McBride has retired from the 
general agency of Moore & McBride, 
Topeka, Kan., who have handled the 
agency business of the Liberty Life 
since it was organized. Charles A. 
Moore will continue the work as gen- 
eral agent. 

Mr. McBride retires from the general 
agency for personal reasons. He will 
continue with the company as second 
vice-president. The very best of good 
feeling prevails and Mr. McBride may 
be called upon at any time by his former 
associates for counsel and advice. 


West Coast Life Changes 


J. N. Flowerman, who has been an 
assistant manager of the San Francisco 
office of the Equitable Life of New 
York, has joined the West Coast Life 
as agency director in charge of San 
Francisco and San Mateo counties. Mr. 
Flowerman is prominent among the in- 
surance fraternity and is a personal pro- 
ducer as well as a successful agency 
organizer. Prior to entering life insur- 





ance about four years ago he was an 
attorney. 

Jack Hayden has been appointed dis- 
trict manager for Santa Barbara county, 

Cal., for the West Coast Life, which 
— announces the appointment of AI- 
bert W. Albrecht as district manager for 
Fresno county, succeeding F. F. Kirby, 
resigned, and the appointment of R. I. 
Whittemore district manager at Berke- 
ley, Cal., succeeding O. L. Bussell, 
resigned. 


Charles E. Shedd 


The Central States Life of St. Louis 
has announced the appointment of 
Charles E. Shedd as general agent for 
north Texas, with offices at 318 Medical 
Arts building, Dallas. 


Douglas Waterman 


Dr. E. G. Simmons, vice-president and 
ek manager of the Pan-American 
Life, has appointed Douglas Waterman 
general agent for northern California 
with headquarters in San _ Francisco 
Mr. Waterman at one time represented 
the company in Central America where 
he was a large personal producer. 


G. E. Funston 


G. E. Funston, former president of 
the International State Bank of Sioux 
Falls, S. D., has been appointed district 
manager for the New England Mutual 
Life, to cover South Dakota, with head 
quarters in Sioux Falls. 


H. C. Mauze 


H. C. Mauze has been named super 
visor for the International Life “ St 
Louis in Missouri. He succeeds H. G. R 
Schwi artz, who has been made at com- 
pany’s Pacific Coast cashier with offices 
in Los Angeles, Cal. Mr. Mauze has 
been for four years field representative 
for the Franklin Life. 


J. B. Wolf 


J. B. Wolf, formerly manager for the 
Capitol Savings Life of Columbus, O 
has been appointed Indiana state may 
ager for the International Life of St 
Louis and has opened headquarters at 
718 Fletcher Trust building, Indian 
apolis. Prior to joining the Capitol Sav 
ings Life in 1921, Mr. Wolf was general 
agent for the Missouri State Life and 
had a personal production mark for the 
prior year of $989,000, being a member 
of the Missouri State’s Quarter Million 
Club 


E. R. Gerlach and H. A. Chipman 


Kk. R. Gerlach has resigned as man 
ager of the Columbus, O., agency of 
the Equitable Life of New York and 
will be succeeded by H. A. Chipman of 
St. Paul. Mr. Gerlach will devote his 
time to his personal business. He has 
been with the Equitable in Columbus 
23 years. The Columbus territory has 
been doubled, it now including the field 
usually cared for by the Cleveland of 
fice. New office quarters have been 
obtained in the Yuster building which 
is under construction. 





Guardian Life 


The Guardian Life of New York has 
established an agency at Smithfield N.C 
under the management of Charles A 
Creech He will have a number of coun 
ties in the eastern part of the state 


THE MAN WHO'S AFRAID HE’LL FAIL 


I've paid close heed to the ways of men 
I've observed what the world calls luck 
I've silently marveled now and then 
At the potent power of pluck; 
And this, as a bit of truth I hail 
Is a sentence that is worth one’s heed 
A man who is always afraid he'll fail 
Doesn't stand much show to succeed 
toy Farrell Gree! 
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| EASTERN STATES ACTIVITIES | 
= || The Most Modern Office Building in Cincinnati 
—___________—— € Most Modern Vitice Duiding in Uincinnati 
PAYING PREMIUMS MONTHLY | Work on Code of Ethics a 
eamerenss | At the first meeting of the committee | Soon Ready for Occupancy —Located in the 
Reliance Life Has Established System | to draft a code of ethics for the insur- | 
. Lsscinec om " sscut. fone ent 
Where Expense Can Be Budgetea ance business in Connecticut, i . ub- | H ° ° . . 
. ; committees were appointed by om- eart 0 t e S ance an a Cc a strict 
With Ordinary Outlay ; missioner Howard P. Dunham, who | nl ur in nl l l 
on reget was elected chairman of the committee 
The Reliance Life is making a spe-| These subcommittees will each take up | 
cialty of writing insurance on the|one branch of the business and will As of March Ist, the following 
monthly payment plan in order that a] report at another meeting April 2 in - . . 
policyholder may budget his expense} which the code will be framed and | Insurance Offices will be in the 
more conveniently and _ satisfactorily. | adopted. . - ° - ee 
Agents are allowed to arrange for} Col. Dunham appointed the following Fredk. A. Schmidt Co. Building: 
monthly premium payments, the pre-| sub-committees; Life insurance, James | 4 
mium being one-third of the quarterly | | Loomis, yore 5 ane in ae 
payment. The commissions are paid Remingt n, Aetna Lite, and Joseph (¢ Li 
proportionately. The agents that are | poreoe S rg <+ insurance, | Northwestern Mutual fe 
working this plan find that it is very | Frank D. Layton, National Fire; George | : . ° 
effective in closing business where a| M ote ht lpg noe mes a ‘a Missouri State Life 
man is really staggered by the effort to| Urient; fr . Moore, artiord Fire, . 
pay the premium even on the quarterly | and Hd A. H. a ol adn ay State Mutual Life 
basis. | casualty insurance, illiam_ Bro, Smith, ° 
An annual premium may appear very | ereses w. L. Hatch - + eae —_— New York Life 
formidable to some prospects. That | owaew Ss Siegrist of bridgeport ant j ‘ 
may be the real stumbling block in the | & harles E — id oe Fg pa vt tas ; Vy i; } Doyle and Bullock 
way of closing the business. Then the | @2mce agents Vonald G. North of New e a) |! Jae) ot So 
; a ns . amianaiien ~~ . wh 1" } 
monthly payment plan is presented and | Haven, president of the Connecticut A ) y! Prod’ Hp Seu 4 John Doyle & n, 
the prospect is shown that he can budget | Case ot Ne eg gg nny — I. Dee a Ld a) eta) ba | 7 (Surety Bonds 
- ase O . furcescs Fisher o ye rr ie ik ° 
his expense monthly, just as his regu- | on A ! , Wilbur HT . urge oM a — Ls ee ele ne Fredk A Schmidt Co . 
" _ ° . > - arttord, wWbur “quire of Meriden, | oe od bh ) a » ° 
lar household expense. The Reliance | Dale D. Butler of Mi il thee erice ui wd Se ba Vi ol als. kd Qususenes Genestmnentd 
Life is requiring that at least the mini- | ale pULICE OF ALICE TT das AA t . > : egg. 
mum premium of the life portion of the | _ | bias dayes Underwriters Adjusting Co. 
policy must be $7.50 a month Many | Complain of Twisting ae a beds 
Reliance Life agents say that they have | ies = yt CUES - 
. - : OR h 12 is sided hay —_——_—_- 
been able to hold business by having | NEW YORK, March 12 There A Ma -hasel eel as 
hly : , % tl growing complaint regarding policy fret heb cae aati =. ies : . 
the month / eg eso ay that other twietine by certain MSc insurance men of MPN AT ory For particulars communicate with 
18¢ ave st ° , ae i I . } ; . : 
wise would have been this citv. While some of it is regarded Janee 7 in me er na | our office-building representative. 
, as justified, in the great majori of | j A ie ie | Soe \ee Phone Main 1780 
Morgan Agency Active cases the reverse holds tru Che whole | — AN hy i ae inne ; 
Che Thos. P. Morgan, Jr., Agency of | Situation tends to unsettle the assured | ‘ as iad R ety —— 
2 y p , he msc tious rent Busin ss is | oT sey tri ree “ 
the Mutual Life of New York, at Wash- | and the conscientious agent. Busine MS nd Tin. et ra ae oe 
ington, D. C., jumps to 4th place in | being freely written generally, the aver- | He 9 The ideal Insurance Exchang« 
paid-for business in 1924, at the close | age layman having an appre lation of The Fredk. A. Schmidt Co. Building location of ‘ ame innati and the 
of business in February, among all the | the benefits of lite insurance today such Sth and Main Streets Middle West. 
Mutual Life agencies in the United | 4S he did not possess some years AGO, | Opposite Post Office 
4 States and Canada. The agency ranked | and veing willing to invest a part of his 
No, 7 for January. | carnings in the | iyment of premiums 
Che paid-for business in this agency t ractically all ot the eading ag es 
showed an increase of 87 percent to date lere report sim their \v S SINnce ae = 
in 1924 over a like period in 1923. Th Jan. 1 over those for the corres ng SAFE AS A GOVERNMENT (=i @),*| @) 
ambition of the sales force of the Wash per od of ast ta 
ington, D. C., agency is to rank No. 1 - p 
umong the Mutual Life agencies and Report District of Columbia Bill 
stay there. 
Mr i is making extensive ad- | H. R. Bill 3689, in which are em LIFE, HEALTH, ACCIDENT ~c€ MONTHLY INCOME INSURAN 
aig pay at - sagpitien’ We bodied tl ne insuran laws for the 
ditions to his sales organization, which | ee tae - urance > 
he ‘fen Latleves will enable him to | District of Columbia, has been sub SEE LATEST POLICIES AND AGENCY CONTRACT FOR FACTS 
= — ae . mitted h he cnh-committer to ¢ : , . ‘ : 
far exceed his present enviable record i one ilps tn ~ : a th Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 
He states that Washington, D. C., is | seni ~ Ay Sens qggpeencetcn- Mecha 
getting to be a better field for life in- ate aper eau [his Nenepggreaencong - 
surance work every day ; ported favorably on the same and 
i ei placed it on the calendar to be consid 
: , ered on the first District of Columbia 
Ohio National Sales School day at which time it is hoped the bill 
Tr. W. Appleby of Cincinnati, presi- | will be finally passed y) 
dent of the Ohio National Life, was the ——— ave ou or e ar f 
chief speaker at a dinner which fol- Eastern Notes 
lowed a three-day sales school held in 
. : Edgar E. Atkins of Toledo, O., life es- ™ : 
nae 2g last week. “ hw last F }tate counsellor, has opened a new office Have you spent a lot of time and effort getting an 
was the best vear in the history of the |at Cleveland and will hereafter mak« annihcat: , _ - x adil el DE 
company and that indications are that | that his main office. The Toledo offic application only to have it come back rejected 
this your's busiacss will be beter Gen (°° © ees oe 8 ee ee. If y have—c ider the Medical Life. ac 
< ’ r = The Donner Steel Company of Buffalo you have consider the edica ie, a COMpany 
last year’s. W. H. Macallister, manager | employing 2.500 men, has taken a group that put positi rite 100° of vou 
of sales, Cincinnati, was the chief in-| policy in the Travelers. The total in lat puts you in a position to write WD of your 
structor at the school which had been | Serance hk... 0200 000 The Armetrons prospects. 
. . ? <0 ¥ > on. toth-Cady ompany, general agent for . 
arranged by J _W. Millholland, the gen i” eantahians aol tuffalo, placed the —Standard and Sub-standard Policy 
eral agent ot Colmmons | poe —Child’s Endowment Policy 
————_————_—[_—_ : -Same rates for men and women 
| IN THE MISSISSIPPI] VALLEY | See a mee © eestor sas Gah qaalin yon to cag 
; ; ee A card brings the plan. 
ATTACK ELKHORN CONTRACTS | member. The suit is brought by Charles g P 
— \. Durland, a policyholder, to enjoin ” 
Nebraska Company’s Plan by Which | ie ot these ey and ¢r 
to declare the contracts nu and void “ . 
Members Get Share of New Pre- Attorneys for Mr. Durland said that 
miums Questioned in Court | the company had no power to issue 
: oe them in the beginning; that as the com 
LINCOLN, NEB., Mar. 11 he | pany is a mutual no one member can 
Elkhorn Life & Accident of Norfolk, | have any privilege that is not open to 
Neb., is in supreme court defending a | all, and that it was in reality a pro INSURANCE COMPANY OF AMERICA 
contract entered into in the beginning | moters’ scheme by which thev were t 
. AT 
of its corporate existence by which all} get a secret advantage They insisted w ERLOO 1tOWA 
of the survivors of the 250 persons who / that nothing ever appeared in the ad I. G. LONDERGAN E. E. BROWN 
took out charter membership certificates | vertisements of the company that Vieo Pres. & Gen'l. Mgr. Agency Supervisor 
ire entitled to receive 5 percent of the | formed prospective members of the ex 
first annual premium paid by a new ! istence of this contract, nor did any of 
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+ the agents ever disclose it in their so- 
licitation. 

Immediately after the suit was brought 

the company notified the 80 surviving 

charter members that their certificates 


I Not to be the best company, had been called into question, and only 


nine insisted on defending the lawsutt. 


but to do the best we can for Attorneys for the company told the su- 


e preme court that in order to start the 
policyholders, and next for company it was necessary to have 250 
7 members; that paying 5 percent of the 
agents — That Ss the founda- first annual premium was not so great 


a draft upon corporate funds as the 


tion upon which we are trying agents’ commission on stock life busi 


e e ee ness, and that instead of meaning a total 
to build Guardian spirit. draft of $100,000, as claimed by Durland. 

in the end the cost was so small as to 
make it almost negligible. 


No Complaints in Kansas 


Peace and love seem to be the motto 
of all the life insurance agents in Kan- 
sas. Only once in the past four months 
has there been an actual complaint of 





H H twisting or serious misrepresentation in 

Home Office, Madison, Wis. the sale of policies to the Kansas in- 

There's no appeal to surance department. Apparently busi- 
selfishness inour Square ness is too wood for the agents to be 
Deal contract, for it gives interested in fighting among themselves. 
no advantage not shared “It has been an unusually long time 
by all. since we have had any complaints about 


unethical practices or misrepresentation 
4)0" the part of agents,” said Superintend- 
ent W. R. Baker. “I think the agents are 
just too busy getting the business of- 
fered to fight about what the other fel- 
I *hIe ee, low is doing. We have had only one 

(ver 1% Million Policies OW | orce complaint of twisting in six months and 

few other complaints lately.” 


very 














Only four other life insurance companies Launch Conservation Contest 


in America have more policy contracts in The American National Assurance of 
force than this company. The following St. Louis has launched a conservation 
figures show its remarkable growth in the contest with a view of bettering the 
last ten years: lapse ratio and is offering substantial 
cash prizes for the agents who show 

Jan. 1,1914 Jan. 1, 1924 the best record for renewal of business 

PR a cicciciiinanian $ 7,804,230 $ 40,113,271 written by them. So as to make the 
Policies in Force... 503,302 1,552,803 contest as equitable as possible the 
Insurance in Force 73,455,636 351,149,583 agents have been divided into three 


groups: First, agents who paid for $100,- 
000 or more in 1923; second, $50,000 to 
Attractive“opportunities open to competent agents in Ohio, Indiana, $100,000, and third, agents who pro- 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. duced $25,000 to $50,000. To qualify for 
a prize an agent must renew his busi 


The Western and Southern Life Insurance Co. |)! isi 2.26 %s0 sas cecie 


nated March as “Anniversary” and 
W. J. WILLIAMS, President CINCINNATI, OHIO “‘Sleaen Jones” month. ‘Sn Ser. 15 the 


company will celebrate the 12th anni 























March 13, 1924 


versary of its founding, while on Mar. 
23 James C. Jones, vice-president and 
general counsel, will celebrate his 58th 
birthday. He was born in St. Louis 
Mar. 23, 1866. 


Makes Big Sale at Duluth 


John Shambeau, general agent of the 
Massachusetts Mutual Life at Duluth, 
wrote $350,000 last week on the life of 
\. Miller McDougall, president and 
general manager of the McDougall Ter- 
minal Company there. Of the amount 
$250,000 was business insurance and 
$100,000 was for the assured’s personal 
estate. The business was distributed 
among the Massachusetts Mutual, 
Missouri State Life and Equitable Life 
of New York. The policies were all 
issued on the ordinary life plan. 


Iowa Mutual Trust Men Meet 


lowa agents of the Mutual Trust Life 
met at Webster City, Ia. recently for 
a luncheon and business session, mark- 
ing the close of a three months’ contest 
held between a number of lowa towns. 
The contest was between the Mutual 
Trust Life men in Webster City, Des 
Moines, Fort Dodge, Red Oak, Spencer 
and Spirit Lake, Webster City winning 
the honor. Thus N. C. Olmstead, dis- 
trict manager, with headquarters in that 
city, was the host at the meeting. A. B 
Slattengren and C. L. Winey were pres- 
ent from the home office and spoke at 








Seven Years of Steady Progress 


ASSETS The {nternational Life and Trust now wants a repre- INSURANCE IN FORCE 


1916 ... .$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 
1917 129,523.00 a, wae record to be proud of. To we 1917 704,500.00 
ek: prone this dependable company is to represent a pillar o a ae 
1918 .... 155,613.00 safety in the life insurance business. You ontmued 1918... 1,382,500.00 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920... 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 


1922 .... 984,558.00 | surance business. 1922... 9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


MOLINE, ILLINOIS 


J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medica! Director 














the afternoon meeting. 


Insurance Men Among “Counsellors” 


A committee of 100, constituting a 
board of “United Counsellors,” has been 
named in Kansas City, as a body to 
pass on big projects for the general 
good, and back such projects as are 
considered needed. Two life insurance 
men are on this board. They are W. 1 
Grant, president of the Business Men's 
Assurance, and Charles L. Scott, man 
ager of the Massachusetts Mutual Life. 
Fraternal insurance is also represented, 


with H. S. Adkins. 





Chicago Agents Gather 

The Chicago agents of the Pan-Amer 
ican Life gathered at the Hotel LaSalle 
last week tor a “pep meeting” and din 
ner, given by the Beard’ Insurance 
\gency, Chicago general agents for the 
company, in honor of the presence in 
the city of Vice-President and General 
Manager E. G. Simmons and his son, 
Ted Simmons, assistant superintendent 
ot agencies, 





Has Inheritance Tax Department 





Eugene B. Stinde, special agent for 
the Northwestern Mutual life in St 
| ouls, has opened a special departme nt 
to turnish advice to clients concerning 
income, inheritance and corporation 
taxes and how to safeguard estates b 
that means. Mr. Stinde has retained 
| Arthur kK. Miller, formerly manager of 
| the St. Louis office of Prentice-Hall, t 
| direct his new department 


Kansas City Contest On 


\n unusual contest, with an unusu: 
origin, 1s under wavy in Kansas City. 
| Mo., the Business Men’s Assurance. the 
Midland Life and the National Fidelit» 
Life, all of that city, being engaged in a 
campaign to reach the goal of $7,500,000 
j}each. It was recently discovered at an 
| agency meeting in Kansas City that 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Double Indemnity Disability Benefits 


SEE THE NEW LOW RATES 66 BROADWAY 
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each of these companies had individually 
set the same goal of $7,500,000 without | 
the knowledge of the others. 
Thereupon the companies took up the 
contest as an inter-company contest as 


well as an agency contest. Based on 
1923 life business, these companies are 
very evenly matched. The Midland’s 


paid-for business was $5,469,000, that of 
the National Fidelity was $5,364,000, 
and of the Business Men's Assurance, | 
$4,297,000. | 
' 
] 
| 
' 





Omaha Insurance Dinner 
Plans are being made for a dinner of | 
the insurance division of the Omaha | 
Chamber of Commerce the evening of | 
of 


March 28, at which time speakers 
prominence will address the insurance | 
men The program will be inneur 


later | 
| 
| 


Mississippi pond Notes 


George C. Adams. connected with the | 
home office of Northwe stern Mutual Life 
in Milwaukee for the P ast 20 years, is a | 


candidate for assessor of Wauwautosa, a | 
Milwaukee suburb | 


J.B Reynoen, pre sident of the Ameri- | 
ean Life Conventi has not invited to} 
address the members of the insurance 
division of the Omaha Chamber of Com- | 
merce ut a general meeting to be held 


this mo nth, probably March 2s 
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THE SOUTHERN STATES | 











OLD POLICYHOLDERS MONTH 


Inter-Southern Life Is Carrying on a 
Unique Campaign for New Busi- 
ness the Present Month 


The Inter-Southern Life of Louisville 
is conducting a rather unique campaign 
for business in Mar rch, which is “old | 
policvholders month.” Agents are per 
mitted to accept applications from pol 
icyholders who have been exal nined 
within a year without fresh medical ex 
amination and this has ponents ie 
somewhat to the splendid volume re- | 
ceived during March so far. Paid busi- | 
ness to Mar. 8 was $917,000 for the 
month. 

\bout 40,000 circulars have been sent | 
out to old policyholders in the unique 
campaign referred to. They are re- 
quested to give the names of persons | 
between 18 and 55, known to be in good | 
health and eligible for “whens Prizes | 
are offered to present policyholders who | 
supply names for the ten lists which | 
result in new insurance being placed by | 

presentatives of the Inter-Southern 
The first prize is the capital prize of a 
piano. Following is a list of ten prizes 
such as a Eureka vacuum cle: iner, re- 
frigerator, electric coffee percolz ator set, 
etc., the last prize, the 10th, bei a 42- 
piece dinner set 

Sa So g  sthnond C. B. Nordeman ex- | 
presses himself as much pleased with | 
the results of this effort so far. He says | 
hat already 2,000 lists have been sent | 
in which average 30 names each, a total | 
of 60,000 names. These lists have been 
carefully card indexed and sorted as 
regards location and are being fur rnished | 
agents without de lay The ay tie Z| 

‘ 





of the company is already a n ex- 
pression of its hearty appr bey of 
special effort and, according to 
Nordeman, is doing its part already 


very satisfactory 


TEXAS COMPANY GATHERINGS 
Plans Now Being Announced for An- 
nual Agency Meetings or Trips 
Given as Rewards 


DALLAS, TEX Mar 11 re 


lite con i es ir¢ Y i ¢ plans 
| the NI ] en ee < 
trips These affairs are held ever 
year witl 1 view of stimu lating interest 
n the work of agents and affording 
opportt lity for men with the rate | 
to vet together and compare notes 

The ™ sath! nd Life of Dallas 

rine to take agents “who 1 


grade” to Cuba. The date for the trip | 
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“Karn More with Less Effort” 


This is the agency slogan 
for 1924 for The Line nies 
National Life Insurance 
Company. 


Lincoln National Life agents 
will “Earn More with Less 
Effort” this year— 

By their continued 

schooling in fitting their 

saree step ak ama policies to the definite 
“Eugene, Oregon needs of their prospects. 

Fremont, Neb. By constant training 
Elkhorn, Wisconsin and help in the selection 
| of prospects. 

a By being aided in con- 
Ponca City, Oklahoma ducting their business in 

Elkins, W. Va. a systematic business way. 

Galesburg, Ill. Because of this ambition of 
a The Lincoln National Life to 
Santa Barbara, Cal. make genuine business men 

nage © ony and true life insurance counsel- 
na soa ata lors of its representatives in'the 
we. Kawts, Mo, field, it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘*‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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T HE NATIONAL UNDERWRITER 





The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 





The continued progress of the Company during 1923 as 
shown by its 64th Annual Statement is evidenced by the fol- 


lowing figures: 
Gain Over 1922 


Paid-for Business, 1923 - - . - $ 43,772,689.00 $ 8,350,196 
Insurance in Force, Dec. 31, 1923 - - 228,479,842.00 22,169,042 
Admitted Assets - - - - - 45,339,283.55 
Liabilities - - - - - 39,423,508.34 
Surplus and Dividend Fund - - - §,915,775.21 





For information concerning opportunities in the field force of 
The Guardian, address: 


T. LOUIS HANSEN, Vice-President, or GEO. L. HUNT, Supt. of Agencies 
Home Office: 50 Union Square, New York 








AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 

















A. C BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President Secretary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 
1846 1924 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Conn. 


Soemrames te Feree Cipec, Dh, Ties ccc ccccccvceccscscéscanwa $493,104,545.76 


eT I ois ec aduanbecntucabesceteueKas 110,333,136.94 





Policy Reserves, Company's Standard (higher than that re- 
$ 94,017,948.00 


ee Ee Ee ere re $ 
Dividends on Deposit with Interest...............0-eeeeeeee 3,664,170.17 
ED 5 cca chuve awuvacnbaiee da davuns aac Roeveasenss 3,186,855.08 


Surplus Reserves: 


*For Dividends in 1924.........cccccecees . .$3,350,000.00 

Investment Contingency Reserve. 750,000.00 

SS NS RE 5,364, 163.69 9 464,163.69 
sslieensciiidanimatipuinniniie $110,333,136.94 


*Increased from $2,850,000.00 apportioned in 1923. 
NEW, PAID-FOR BUSINESS IN 1923 


$78,471,199.98 








| has not been arranged. 
of the company’s agents will 
trip this year. 

The Great Southern of Dallas will 
nold its annual agents’ meeting at Gal- 


are being told the party will be incom- 
plete this year without their wives. A 
tree trip for the wife calls tor 
lotment. Many agents are reported 
rolling up the extra amount. 

The annual meeting of the American 
National of Galveston will be held at 
Galveston in the summer. Agents from 
21 states will be in attendance. Reports 
are that the attendance this year will be 
the largest in the history of the com- 
pany. 

The San Jacinto Life of Beaumont 
will hold its annual agents’ convention 
on San Jacinto Day—April 21. That is 
the anniversary of the Battle of San 
Jacinto, when the independence of 
Texas was won from Mexico. The 
agents meeting always occurs on this 
date. It furnishes the historical back- 
ground for bringing the men together 
in closer harmony with the company’s 
ideals. 





Will Push for Business 


Following the resignation of Elmer S. 
Albritton of Dallas, Tex., member of 
the firm of Weems & Albritton, state 
agents for the Minnesota Mutual Life, 
to establish the E. S. Albritton Agency 
to take over the Je fferson Standard Liie 
for Texas, Sam R. Weems returns to 
his old firm name, it being the Sam R. 
Weems’ Insurance Agency. Mr. Weems 
will push the work of the Minnesota 
Mutual in Texas more ar than 
ever. He will increase the agency 
forces throughout the state. Mr. Albrit- 
ton is president of _ North Texas As- 
sociation of Life Underwriters. He is 
one of the few million dollar producers 


gency at one million dollars a month. 
Associated with him is R. M. White, 
one of the veteran insurance agents ol 
of the Jefferson Standard in Texas 





| Mississippi ‘Eatin 
If a bill, introduced by Senator Mce- 
Gehee, chairman of the insurance com- 


mittee, in the 
sippi legislature 1s finally adopted, medi- 


plicants in the writing of group policies 
for industrial concerns The bill has 
been referred to the judiciary committee 

A bill has been introduced in the lower 
house of the legislature which has not 
been acted upon as yet, providing for the 
withholding of the amounts of policies | 
to be paid beneficiaries under certain cir- 
cumstances, and that only partial pay- 
ments be paid at a single time. 


Agency Rally at Lexington 


W. P. Aueret general agent of the 
mre Benefit at Lexington, Ky., will 
hold his annual convention of f field rep- 


It is said many | 
take the | 


veston some time in June. The agents | 


an addi- | 
tional 50 percent in the individual al- | 


in the state. He has set the goal of his | 


upper house of the Missis- | 


cal examinations will be waived for ap- | 
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resentatives at Lexington, March 19. 
The session will be devoted to sales 
| methods and plans. Home office repre- 
| sentatives who will be in attendance are 
P. C. H. Papps, mathematician, and 
Oliver Thurman, superintendent ot 
agents. 





Indianapolis Life Conference 

The Indianapolis Life held a district 
agency conference at Dallas, Tex., last 
week, which was attended by Frank P. 
Manly, president of the company, and 
J. C. Caperton, sales manager, from In- 
dianapolis, Ind. The company’s business 
in Texas is under the supervision of S$ 
| Y. Matthews & Son. 


Companies Pay Heavy Taxes 


Among the large taxpayers to the 
Texas insurance department are several 
life companies, whose checks have gone 
to the department to cover the premium 
tax and other requirements of the de- 
partment. Some of the checks which 
went last week are as follows: Aetna 
Life, $43,957; Kansas City Life, $35,787: 
Union Central Life, $35,178: Pacific 
Mutual Life, $29,703; Missouri State 
Life, $35,663. 


Reinsurance Deals Approved 


Commissioner Caldwell has approved 
the reinsuring of all business of the 
Mississippi Life by the Southern Life 
of Nashville. The Mississippi Life was 
formerly a negro company operating 
with a Memphis charter 

\pproval has also been given by the 
commissioner to the agreement of the 
Provident Life & Accident by which it 


{has reinsured all the liability business 
lin the Fidelity Union Casualty of Dal 
l las, Tex., with Collins & Bailey as gen 
| eral managers. This is effective as of 
March 1 
New Mutual at Richmond 

The Mutual Benefit Fund Association 
of Richmond, Va., a non-stock corpora 
tion, recently granted a charter althor- 
IiZing it to operate a mutual insurance 
business, plans to write life cover 
cording to the Americar experience 
table and to writs only the lives of 
;} Masons, according to Hill Montague, one 


of the incorporators, who is prominently 


|} identified with fraternal insurances 
| circles Officers of the association are 
Edward L. Word, president 1 Willian 
H. Curry, secretary Others besides Mr 
Montague who are listed as incorpora 


tors are William H. Parker, Fulton N 
Jennings, W. H. Adams, and P. H. Gay 
All are Richmond men. Just when the 
association expects to begin functioning 
Mr. Montague was not prepared to say 





Southern Notes 


Frank P. Manly and J. C. Caperton of 
the Indianapolis Life are visiting in San 
Antonio, Housion and the Rio Grands 

| Valley. They will spend a brief time in 

- when en route to Indianapolis 

Commissioner Bullion of Arkansas an 
|nounces the admission to that state of 
| the Royal Union Life of Des Moines and 
the Southern of Nashville, and the with 
| arawal of the Mississippi Life, a negro 
company of Memphis 














"PACIFIC COAST AND MOUNTAIN. F IELD | 





California Regional Conference of Com- 
pany Held in San Francisco 
Last Week 


The Lincoln National Life held the 


week (hese three days were devoted 
to a sales congress which was attended 
by about 50 of the company’s field rep- 
resentatives from Utah, Arizona and 
California Other 

character have been held heretofore in 
Seattle, Minneapolis, Chicago, Fort 
Wavne and Pittsburgh and the series 
will conclude with the meeting to be 
held in San Antonio in the near future. 
{ “Selling Life Insurance Through 


meetings of this 





LINCOLN NATIONAL MEETING | 


sixth meeting of its series of sectional | 
agency conventions in Los Angeles last | 


Meeting Needs” was the topic discus 
; sed at the Los Angeles meeting. The 
subject was thoroughly analyzed in all 
its details, both with respect to methods 
of ascertaining the prospect’s needs for 
the service of life insurance and _ the 
manner in which to most effectively 
meet the requirements of the situation 
Sales demonstrations were an interest 
ing feature of the instruction, affording 
practical illustrations of the application 
ot the principles involved to the every 
day problems of the agents in the field 
The meeting concluded with an open 
forum in which questions relative to 
salesmanship methods and the handling 
of agency details were thoroughly dis 
cual 
The entertainment feature of the 
meeting was a banquet given by the 
company on the evening of March 4 
| to its agents and members of the local 








ast ead 
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agency office staff. W. T. Shepard, ! mately 15,000 men are covered. Under a 
vice-president, was toastmaster. and | special clause the employe may change 
presented honor emblems to agents who | irom one contractor to another without 
had qualified for such badges of merit. | losing his insurance. ro MEN WH 
Guy J. Gilbert, an agent of the com- kee 
pany at Santa Ana, who has the honor Appointments on the Coast 
of achieving 476 consecutive weeks of | a : ; 
personal production, was presented rhe Minnesota Mutual Life has just We are offering some splendid OKLAHOMA 
with a certificate of membership in the | entered California. Agency Vice-]I resi- = . : 
Gold Seal Division of the consecutive | dent O. J. Lacy is at present in Califor- and MISSOURI territory on a General 
weekly production club of the Lincoln | nia completing agency arrangements. . 
National Life. | He expects to place agencies at Los Agency basis. 
The principal speaker at the banquet | Angeles, San Diego, Sacramento and 
was Will G. Farrell, of the Penn Mu-| Fresno, The company is already rep- 
tual Life, who delivered an inspiring ad- | resented at San Francisco by Dr. R. P. e 
dress on “The Value of a Man.” Also, | Fournier. 
a humorous talk on Wells’ “Outline of | It announces the appointment of ar ers an ers ] e 
History” was given by Richard Smith, | Calvin I. Sellstrom as general agent for 
advertising manager of the Southern | southeastern Idaho with headquarters 
California Edison Co. H. G. Everett, | at Pocatello, and H. B. Sheppard as hsurance om an 
state manager for California of the Lin- | general agent at Idaho Falls, Ida 
coln National, was also called on and ae 
made a brief speech expressing appre- | Montana Life’s Figures . . . ° 
ciation on behalf of his agency of the! « aera Executive Offices Wichita, Kansas 
company’s active interest and co-op-|. “ne ot the remarkable achievements 
eration in the progressive development | '" Company building in recent years is 
4% its field organization the Montana Life, whose annual state- 
. ss : ment just published shows insurance in 
force of $35,247,470, assets of $5,292,229 
Seattle Is Group Headquarters and surplus to policyholders of $902,- 
Seattle, Wash., has been selected as 640. The Montana Life is located and IN ES MEN S 
the head office of the group insurance roe — — = _ states oa ae \ | | 
- ss ¢ con _c. te yeen Narre Mut Dy te agricultural de- 
division of the Metropolitan Life. Peter alt | eed PR ' . - 
F. Bouquet of the company made this nt egg nn ad <r} made not Safe Profitable Satisfactory 
announcement on arriving in Seattle |O™'Y Consistent but rapid progress. 
aaah cael Great credit for the splendid results ob- 
as . ; > : > ice Ieee . , ; " 
Mr. Bouquet has maintained his gen- ae Is - to Vice-President Harry Selected First Farm Mortgages on unexcelled security 
ot. “tae  e . Cun sham. : ’ : ; : 
eral office headquarters in St. Louis for The pe orc Se in the best diversified farming sections of Northern 
many years past. His change is the At the e - “19 . er eo ) > in Illinois and Missouri. 
Ee + pe ' stablish head | < the end of 1911 it had $2,840,000 in : } 
result of a new plan to establish heac feoen ned an the andl 1917. $20.50 Hich : . . , 
offices on the Pacific Coast. He will | goo “ne 3 Fo end of 192%, en ighest interest earning consistent with safety. 
' , . 9 02 in torce. For some > at rate : : 
take up his permanent residence there, | O.3."in Montana but ts rss Bee yo Our record for efficient and satisfactory service is the 
and = ae as suPeT- ll the northwest, mountain and coast result of twenty-five years experience as Financial Cor- 
visor of the gro sion. fields respondents for large Eastern Lif 
ife Insurance Company 
- and general mortgage brokers without a loss. 
Oregon Managers Elect Cutler Made Agency Secretary : ' ’ 
: aoe —en ae . Information regarding borrower, security and titles 
Leslie Rice, manager of the Equitable G. Starr Cutler, who has been agency guaranteed 
Life of New York, Portland, Ore., has | director in charge of northern Califor- ; : ; : 
been elected president of the newly or-| nia territory for the West Coast Life of References and list of offerings furnished on request. 
ganized Insurance Managers Associa- | San Francisco for the past two years, 
tion of Oregon. Other officers chosen | has been appointed agency secretary, the 
were: C. 3. Samuel, manager ot! the position made vacant by the resignation 
Oregon Life, vice-president, and J. W.] of J. M. Miller last month. Charles S. Oo man ortgage Company 
Day, New York Lite, secretary-treasurer. | Hutchings, who served as acting man- 
The foregoing with Alma D. Katz, — ager of agencies, at his own request, Central National Bank Building 
tual Life, and E. N. Strong of the Na- | has been returned in charge of the com- ° " : 
tional of Vermont comprise the board of | pany’s restoration department, in which St. Louis, Missouri 
directors. Mr. Hutchings has made a remarkable 
—_—_—— succcss, 
Develop Coast Group Plan —_—_—- 
Employers and employes in the build- Sales School at Sacramento e 
ing trades in San Francisco are respond- Life insurance men of Sacramento, E k | f | C 
ing to the plan recently announced by | Cal., have organized a school of sales- ure a ] © hsurance Oo. 
the Industrial Association of the city to | manship in cooperation with the Y. M 
insure the workingmen under a special] C. A. J. V. Hines, manager for the Of BALTIMORE, MD. 
group life plan. The West Coast Life | Massachusetts Mutual and a graduate of | Incorporated Under the Laws of Maryland, 1882 
—. the first ngocencces Ae <4 - —_ - o rech sigs ~, the a ot Car WE ISSUE 
and it 1s now reportec lat O _- ce - cexie ec Im San Francisco two years . e — 
panies are sharing in the new business | ago, has been selected as instructor. | Standard Ordinary and Industrial Policies 
being developed. About 25 trades have | Forty seven signed up at the opening J. C. MAGINNIS, President J. N. WARFIELD, Jr. S 7 
to date accepted the plan and approxi- | class. J. BARRY MAHOOL, Vice-President Dr. J. H. IGLEHART, Medical Director 
| IN THE ACCIDENT AND HEALTH FIELD | >>___—_— 
_ Pectin oni Rt el 5 
= 
a 
DEPARTMENT REPORT IS MADE executive office is in Chicago in the What You Want and ; 
—_ London Guarantee & Accident building & 
Shows New Company, Equitable Life The company writes accident and health | k F ~ 
& Casualty of Frankfort Ky. in only. It was incorporated in June and OOo or F 
Strong Positi ; ; | began writing business in October of NI 
ae oun last year. Its capital is $100,000 and : if 
a ; | $20,000 has been contributed to surplus FS "y 
The Kentucky oe aig go department | by the president and vice-president, not a > 
report on the Equitable Life & ¢ asualty to be withdrawn until the actual earned bs 5 
ol Frankfort, Ky., one ot the last official sur] lus has reached $20,000 Total ad S 
acts of former Commissioner A. M. mitted assets on Jan. 1 were $120,146 x ; 
Walsh, has been published, giving the er ol : Ss j ath ld ee ee Hi * 
company an excellent “send off.” The | “™ “a us to policynoiders was $115,- bf 
report shows the company, which is | *! Che company iS WINING sor the q & 
just beginning business, to be in excel present only in Kentucky and California, iS 
lent financial condition The closing | license for the latter state having just 3 
words of Commissioner Walsh's report | bee! granted. The president of the 
were as follows “The books of the | -quitable Life & Casualty is J. W. Bain, 
far Po | 7 " Te" ’ hi; 7 ter ; 
company are well and neatly kept, the | 'ormerly manager at ¢ Bo tot he R 
assets are clean, the management is ex- | Mutual Benefit Health & Accident. Th e SuPrance 
perienced and harmonious and the com- | Vice-president is N. W. Abbott, who was Moines 
with Mr. Bain. T. M. Jones, former 


pany should succeed.” 


Lineup of New Company 


The Equitable Life & Casualty has 


its home office at Frankfort, Ky., but its 


auditor of Kentucky, is secretarv: O. W 
Malac h, tormer bank president at Sub 
let te Ill., is treasurer; and Charles H 
Morris, former attorney general of Ke 


Got enough accident and health insurance? Want to sell more A tip—read The Casualty 
Review, an illustrated monthly magazine for accident and insurance salesmen Full o° pep! 
Full of ideas! Send ten cents for sample « $2.00 for a year's subscription to The 
Casualty Review, 1362 Insurance Exchange, Chicag 
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=) | tucky is chairman of the board of 





"H. A. HOPF AND COMPANY. 


MANAGEMENT ENGINEERS NEW POLICIES NOW ISSUED 


out a new automobile accident policy 
with $5 a vear premium in payment of 











» “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus ae @ $1,500 for death, dismemberment or loss 
“E - eview book with quiz su ment. d ne “er” - . 
auger of “Eee Semme & Sie a) = a . a Te of sight from being struck by an auto- 
National Underwriter Company, 1562 Insurance Exchange, Chicago . 4 : , ’ ‘ 
mobile or from accident incurred while 














AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 








INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 





MARRISON B. SMITH, President 





7 . izi . A . n é £0 ; — . 

Specializing in Advisory Work for Insurance Companies Senate Gul Sit ene | 
Organization Equipment Standardization Some Contracts for Special Service 
Methods Personnel Modern Office Planning to the Policyholders 

Main Office: 40 Rector St., New York Western Office: 327 S. La Salle St., Chicago The Connecticut General has gotten 
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working on or driving an automobile. 
The policy pays $25 a week total disa- 


| bility for 26 weeks. By paying $10 a 
| year the principal sum benefit is in- 
| creased to $5,000. Fractional principal 


sum benefits for less serious losses, 
weekly payment for partial disability 
and allowance for hospital bills are in- 
cluded. ) 

The Connecticut General has an- 
nounced another accident policy for 
those who are interested in principal 
sum payments rather than weekly in- 


demnity. It is- issued in multiple of 
$1,000 principal sum and $5 weekly in- 
demnity. It pays double indemnity for 


principal sum losses due to travel acci 
dents, including private automobile as 


well as public automobiles. It also 
covers policyholders struck by a vehicle 
while crossing the street. The prem- 


iums are $5 for select, $6 for extra pre- 
ferred and $8.50 for ordinary. 

The Connecticut General also an- 
nounces a new accident and health policy, 
Accident benefits triple for those occur- 
ring in a railway train, trolley car, 
elevator or burning building or due to 
being struck on the street by an auto- 
mobile. Health insurance eliminates the 
first two weeks of sickness. The policy 
is issued in multiples of $1,000 principal 
sum and $5 weekly indemnity for select 
and preferred risks for ages 18 to 50, 
$13.25, ordinarv $16.25. For ages above 
51 the premiums are $15.50, $16.75, 
the premium is $12, extra preferred 
$19.75 respectively. 


LEADERS IN PREMIUMS SHOWN 


Stock Companies Writing the Largest 
Health and Accident Business 
the Last Two Years 


Some statistics have been prepared to 
show the premiums of the leading stock 
companies, writing accident and health 
insurance in 1922 and 1923. The list is 
not complete but those so far reporting 
are: 





Company 1922 1923 
Travelers .........$10,619.026 $11,184,430 
Continental Cas. .. G.375,.235 6.744.250 
Aetna Life .... ~- 8,132,071 5.A99 456 
Mass. Protective : #.°R5 O82 944.446 
Pacific Mutual 1.196.078 658 
Fidelity & Cas.. 2,3 25 
*Natl. Life, U. S. A 5 091 
Bus. Men's Assur, 2 Age 


Mass. Bonding 
Standard Acci. .... 
North Amer. Acci 


Provident L. & A 1,3 
Marviand Casualty 1.3 aan 
v,.aFr. &G 


Commercial Cas.. 1 
General Accident 1 
Conn. General Life 1 
National Casualtv 1.? 
12 
1 
| 





Grt. Northern Life 





Preferred Accident R607 

Southern Surety. 1.990.099 RTH 

United States Cas, 93°.503 7 
*Includes premiums of U. S. National 


Life & Casualty 


Experience Is Pooled 


Casualty companies have recently fur- 
nished the statistical committee of the 
Bureau of Personal Accident & Health 
Underwriters with their individual ex- 
perience on the various forms of poli- 
cies for the past year This data will 
be analyzed and tabulated by the com- 


mittes It is assumed that in time the 
information will lead to the creating of 
standard policy forms Years ago the 


association worked upon the idea of 
standardized conditions but never ar- 


rived anywhere, lacking statistical data 
to back up its recommendations Under 
the plan subsequently adopted loss ex- 


perience has been carefully compised 
When this has been secured in sufficient 
volume and for a broad period, under- 
writers will have a- definite | 
which to predicate the loss costs to be 
expected upon each forms of contract 


asis upon 


Massachusetts Accident Convention 


BOSTON, MASS., Mar. 11 The annua! 
home office convention of the agents of 
the Massachusetts Accident was held the 
past week, in general charge of the 
Massacco Agents Club, with the company 
as host at a luncheon First Deputy 
Commissioner of Insurance Arthur F. 
Linnell was the principal speaker. Presi- 
dent G. Leonard McNeill bade the club a 
cordial welcome and touched on the suc- 
cessful past year of the company. Vice- 
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president and Agency Manager Charles 
M. Adams conducted a session full of 
interest, and the meeting closed with a 
banquet The club presented Miss 
Miriam K. Bishop, home office cashier, a 
wrist watch, and a fine pipe and pouch 
went to Frank N. Deane of Portland 
Me., one of the 
men Bonuses ¢ 
to $100 were given field men for the 
1923 premium i 


Banks With Union Indemnity 


¢, C. Banks, who was formerly wit! 
the accident and health department at 
the head office of the London Guarantet 
& Accident, has now become supervisor 
of the commercial accident and health 
division of the Union Indemnity f New 
Orleans 


Contest Big Ohio Claim 


Six insurance companies have filed an- 
swers refusing to pay $115,000 accident 
insurance on Cary Short, a well known 


company’s veteran field | 
ff various sizes from $5 | 
? 


horseman of Circleville Oo. who was | 


found dead in his automobile nine miles 
from his home last August Four of the 
policies were taken out about two years 
ago, the others ten years ago The com 
panies contend that he died from heart 
disease and that his automobile ran into 
a ditch after he had died. His heirs say 


he died as a result of the accident The 
coroner's report showed a « t of blood 
on the heart. The policies were as fol- 
lows: Connecticut General Life, $50,000; 
Continental Casualty, $30,000 Pacific 
Mutual Life, $15,000; Globe Indemnity, 
$7.500; American Casualty, $5.000; Trav- 
elers, $7,500. 


J 


Haley, with offic 











d E ile 1 ! I. Ww 
Hellman building, Los s, has beer 
uppointed general agent th quit 
able Life & Casualty rt, K 
which was licensed n Califor i ist 
Ween 

Removal of the home office of the In- 
diana Travelers Accident & Health to the 
new Meyer-Kiser bank uilding t In- 
dianapolis, has 1} n com] ted T is 
sociation in this remo I i red a cor 
siderably larger imount of office space 
that was needed to meet it growing 
business 





NEWS OF LIFE POLICIES | 


New Policies, Premium Rates, Divide 
. - 


Values and all Changes in Policy 








Books, etx Supplementing the Unique Ma 
Digest,” published annua n May at $3.50 the 
“Little Gem ™ published annua!ly in Apri! at $2. 








NEW ENGLAND MUTUAL SCALE 


Dividend Schedule for 1925 Is An- 
nounced, Showing Increases of 
20 to 40 Percent 
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th the Agents of This Company Write Its Advertisements 


Ed. Hodge Wrote This Ad: 


Would you like to represent a Com- 
pany whose officers are capable, 
honest and trustworthy? Men who 
extend the hand of welcome when you 
enter the Home Office ? 


\Vould you have more confidence in 
this proposition if you knew that your 
Company managers were men con- 
nected with several of the largest 
financial institutions of the city where 





they reside ? 


Would you feel the prospect of ad 
vancement better if you were in 
formed that the Company enlisting 
your services was growing rapidly 








EDWARD D. HODGI ‘ . 
and advancing into a new state each 


| voor? 
rai a i) Liodge tiie - 
] this advertis : — 
nang Ps } , \Would vou teel interested to know 
ment ‘ CC ore . - : 
s , that the Manager of Agencies has had 
with the Peoples | n ‘ : } : . 
sixteen veare. coming wit vears of real field experience and 
the Company shortly after snows how to lend a sympathetic 
its organization, and ts t hand when things go wrong’? 
dav one of the oldest me 
in the number of vears of During sixteen vears as a General 
vosigy oe See \gent with the Peoples Life Insut 
nas 1 Its hetk Li¢ ( : ° 
ance Company I have learned that it 
prey ous msurand CN] ] . . « . . 
iain tates tunnenind is these things that contribute most 
member of the Peoples for contentment and success. If vou 
Life family and has built are looking for a connection with a 
an agency and chentele ol Company offering distinct advantages 
which 1 general agent i | : ] hear “d ee ‘nroll 
alaiee Tes at ita : and whole heartec co-operation enro 
of purpose and loyalty to in the family of the 
his Com nd client 
] ive been the watchwe | 
of his success 
Openings 
PEOPLE’S LIFE In the Following Cities 
Akron Peoria / 
Alliance Rockford . ILLINOIS 
y res . > . mF, . 
Insurance Company cir  (oiig  Sorinetield 
Cleveland { Danville 
Dayton 


FRANKFORT _— 4 wae 
INDIANA ier Battle Cro) 


Ft. Wayne Grond Rapids | 


7 er y ” South Bend INDIANA Kalomazoo MICHIGAN 
. he F riendly Company Terre Haute \ Saginaw | 
Vincennes Traverse City 
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| Age 15 20 25 Age 5 
| Year Old New Old New Old New| Year Old New 
19th 5.40 6.65 6.05 7.25 6.85 8.05 8th 7.55 8.80 
6 cd oF 20th 5.55 6.85 6.25 7.45 7.10 8.25] 9th 8.15 9.45 
10th 8.75 10.10 
] | 2 ze 30 35 40 lith 9.80 10.80 R F 
| Prem $23.50 $27.00 $31.70 12th 10.40 11.50 10.55 11.65 
Year Old New Old New Old New | 13th 11.10 12.25 11.20 12.40 
Ist 3.75 $5.3 5 $5.60 $4.65 $6.05 he 11 80 43.00 11.90 13.15 
2nd 5 5.80 4.90 6.30 5th 12 50 13.80 12 65 13.95 
nsurance ompany | 3ra 5.95 5.15 6.55) {Sth 13.70 14.60 13.80 14.75 
| 4th $20 645 GeOltar ioc tee. Shee tess 
. 5th 6.40 65.70 7.101 3¢ rete 2-32 2S-39 
ARTHUR E. CHILDS, President © BOSTON, MASSACHUSETTS ||: a0 Son Fao | 28th 1805 1235 16-15 17-35 
ith 6.85 6.30 7.70 ” ™ . : 
8th 7.10 6.60 8.05 Age an “- 
= | 9th 7.35 6.95 8.35] p-. 2 
— Ss 10th 7.60 730 8.75 — Po ae 
|11th 7.85 7.90 9.10] *®@r New 
12th 8.15 8.30 9.50] Ist. $4.50 $5.55 
° ° ° *,° 13th 8.45 8.70 9.90 5.00 6.05 
Columbian National Agents are in a position | /1iin i S80 S10 10.30 
15th 8. 9.10 9.50 10.70 
to offer the best forms of 16th 8.2: $45 10.15 11.15 
17th 8.! 9.80 10.60 11.55 
18th 7.70 8. 10.20 11.05 12.00 8.40 9.70 
LI E ACCIDEN d 19th 8.00 9.10 9.50 10.55 11.50 12.45 
bE . I . an 20th 8.30 9.40 9.90 10.95 12.00 12.90 
? Age 45 50 55 
HE A | TH I Prem. _ $38.00 $46.60 $58.30 
Year Old New Old New Old New 
Ist $5.40 $6.75 .65 $7.95 $8.60 $9.85 
2nd 5.75 7.10 ; B.45 9.25 10.45 
ee 3rd 5 7 8.90 
Policies backed by one of the strongest com- ath 9.40 
. . ° e oth 
panies in the country, having ample capital, 5th 18.90 
e g . 
surplus and highest standard of reserves. oe P.. 
oh Old New Old New 
12th $5.90 $6.95 $7.00 $8.10 
13th 6.45 7.50 7.60 8.75 
~ = 14th 5 8.10 8.20 9.40 
oe 15th 8.70 8.85 10.05 
8.10 9.30 4.50 10.70 
foe 8.70 9.95 10.10 11.40 
18th 8.30 10.60 10.80 1 10 
ih lieth 11: ct 9.95 11.30 11.45 12.80 
BI C M jf {20th ‘20 15.2% 10.55 12.00 12.15 13.50 
: P 11.20 12.70 12.80 14.20 
| A G COMPANY Life, 20 1230 13.49 13.95 14.90 
Age 15 13.60 14.85 15.25 16.30 
Prem $26.10 14.25 15.55 15.85 17.00 
HAS A BIG OPPORTUNITY |)" oi: ote. fit HERE REIS 
a 9°25 e46 eer ecaz! 16th 16.00 17.00 17.40 18.25 
a $ weet $3.75 $5.05) 121 = 16.55 17.70 17.85 18.85 
Srd B73 OBA go] 18th «17.10 18.40 18.20 19.40 
ith 100 5 Rh 19th 4 60 19 05 18 4 ) 19.90 
ath 20 615 Oth 18.00 19.65 18.50 20.30 
| + : 4 75 Eudowments at 65 
8th 1.90 7.10] 4 18 a: 
*-e a. %th 5.20 7.40 “se ¢ , ig 
We want a man of Vision, Ambition and woth 5.45 2:75] Crom. 810.00 ont New 
lith 5.95 7.20 8.15 x ave = os 
. . . . | 
12th 6.2 7.56 5 is $3.15 $4.50 $2.6 $5.00 
Experience in Organization work to take an 6 OSks tee eeti ona “sas "4 $3 FE 
. . a . l4th 6.80 8.15 9.25 ora 3.95 
charge of Philadelphia and vicinity. ee 1008] Sth 130 
ith 7.65 RR 0.05 5th 30 
l7th 8.00 9°20 9.40 10.50 6th 1.50 5 
18th 8.35 9.55 2 8.80 10.95 ith 4.70 & 
° 119th 8.70 9.95 9.40 10.60 10.20 11.40 th 4.95 : 
Tothe RIGHT manexceptional opportun- a Nas 103s 880 Tos dees 1190] Sth B13 6 
bed bd . . 5.40 6.90 
ity will be given. Write H-71, care of the jAwe = gg ait, oo ia 
° ° Year Old New Old New 6.30 7.65 
National Underwriter. sion $35 shits gca8 B60 Fan 
$30 5.65 4.75 6.05 6.85 8.15 
$60 5.95 5.05 6.35 7.30 8.45 
1.90 6.25 40 6.70 7.60 8.75 
5.20 6.55 70 7.05 790 9.05 
5.50 6.90 6.10 7.45 3.2 9.40 
6.85 7.25 6.45 7.80 8.5 9.7 
6.15 7.60 6.85 eed |} 
6.50 7.95 7.25 8.60 30 + 
a : —— : —_ 10th 6.90 R.35 7.65 G05 $28.80 50 $42.60 
lith 7.55 8.70 8.35 9.50 Old New Old New Old New 
1?th 7.90 9.10 S80 9.95 e290 $5.20 $4 = @5 70 $4.95 $6 ) 
THe 13th 8.30 9.55 2 2" 15 "5 Ba "4.65 5 v5 a "6.60 
NATIONAL ith 8.70 10.00 35 - 98 625 a 
| LIFE AND 15th 9.15 10.45 35 $95 6.25 ="00 
\ ACCIDENT 16th Y85 10.90 160 5 or 866A 7.44 
\ ‘Compan, — - 17th 10.30 11.40 $85 5.55 6.90 7.85 
Sen : 18th 10.75 11.90 510 g5 7.95 8.320 
Ordinary Life Insur er i eee ee 
v on e v.88 0 7.68 ren 
20th 60 2.90 +: = oF ‘ 4.95 
THOU LIVE SNSUIVQNCE 7 65 705 6.55 795 790 9.35 
\ae 45 50 6 » ’ - ¢ ; 7.30 s 0 S 90 10.30 
. > | Prem $16.50 $53.80 e700 7 95 a5 O15 975 10.85 
dustrial Life Insurance Feat ott Sew ont Se ef Ese Ee BIE SE 08 
Ist $5.65 $6.85 $6.85 $8.05 = a= 8.60 8.75 10.00 10.80 12.00 
. 2nd 6.10 7.30 7.40 S60 9.45 10.601 r4en ay 8 OF 6°) 1045 11.35 12.60 
CG. ly CCT Cnt SLTGNCE ard 6.55 7.800 7.95 9.15 10.19 1125) a5th 800 9:30 9.65 10.95 11.90 13.20 
} 4th 7.00 8.25 8.50 9.75 10.80 11.95) een 8.60 9.70 10.40 11.40 12.80 13.85 
th 7.50 B75 9.10 10.35 11.45 12.65 i7th 9.00 10.05 10.85 11.95 13.35 14.45 
. fith R00 9.30 965 10.95 12.20 13.35 18th 9.35 10 ea 11 9 > 1” r 13.95 15 On 
Tth S50 85 10.25 11.60 12.90 14.00 19th 75 1090 1LRS 1 00 14 =) 170 
9 a . | 8th 9.00 + 0 + a +. 4 + 60 14.70 Oth 10 iS 11.35 12 35 13.50 15 05 16 30 
Pang : a oth 9.55 10.95 50 12.85 $.20 15.40] ~ . 
}10t} 10.10 11.55 12.168 13.56 15.05 16.1 45 5 
Paid in Claims during the last 20 Years ie ines dais igpeiaie lessiersiase, 05” Be 
12th «11.60 12.70 13.80 14.75 16.90 17.40]/ year’ Old New Ola New 
13th 12.15 13.35 14.45 15.40 17.60 18.05 cane 
C.A. CRAIG, Presipent W.S. BEARDEN. Secy-Treas. l14th 12.75 13.95 15.05 16.00 18.20 18.65 —. > +1 $6.95 $7.45 $8 +4 
115th 13.230 14.55 15.65 16.65 18.80 19.20] <n 6 ‘29 8.29 9.59 
lth 14.25 15.15 16.65 17.25 19.85 19.75 rd 6.9 8.10 9.000 9.90 
THE NATIONAL LIFE A ACCIDENT INSURANCE@'Y fos oe ee ee) nh Ss 
e 1Xth 1 ; 16.35 17.65 18.35 20.55 2060 th 8.10 4.30 10.55 11.65 
19th 15.90 16.95 18.10 18.85 20.65 20.90 Hth S.40 1.90 11.85 12.55 
Oth 16.40 17.50 18.40 19.30 51) 70 9] 15 7th 9 30 10.60 12.15 13.40 
HOME OFFICE: NATIONAL BUILDING | P : a Sth 9.95 11.30 12.95 14.30 
| ‘ . ° ° » 
20-Year Endowment Mth §=10.55 12.00 13.80 15.20 
NASHVILLE — TENNESSEE ” = na og Wth Lge 1270 14.55 1.10 
| ré > vt ca i st | 3.40 5 7.00 
} Prem $47.10 $47.50 $48.10 12th 12.90 14,10 16.65 17.85 
a EE, Year Old New Old New Old New 13th 13.60 14.85 17.35 18.70 
Ist $4.00 $4.85 $4.10 $5.05 $4.30 $5.20] 14th 14.25 15.55 17.95 19.50 
"nd $45 5.35 4.60 5.55 4.75 5.80] 15th 4.90 16.30 18.45 20.25 
Got enough accident and health insurance? Want tosell more? A tip—read The Casualty Review, an illus 3rd 4.95 5.8: 5.05 6.10 6.30 1th 16 00 17.00 
trated monthly magazine for accident and insurance salesmen. Fullo’ pep! Fullofideas. Send ten ceate ith 240 6.40 5.55 6.60 6.85) 17th 16.55 17.70 
for sample copy or $2.00 for a year’s subscription to The Casualty Review, 1362 Insurance Exchange, Chicago. jth 5.90 7.00 6.05 7.20 7.40] 18th 17.10 18.40 
6th 6.45 7.55 6.60 7.75 7.95 1 19th 17.60 19.05 
jth 7.00 8.15 7.10 8.35 8.55 Oth 18.00 19.65 
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March 13, 1924 


VOLUNTEER STATE LIFE PLAN 


Will Pay a Dividend on Its Nonpartici- 
pating Paid Up Policies—An- 
nouncement of Interest 


The Volunteer State Life announces 
that the directors have decided to pay 
dividends on policies on nonparticipat- 
which are fully 
the face amounts. The dividend 
be apportioned to each policy on anni 
versary date falling between Mar .1, 
1924 and Mar. 1, 1925 provided it has 
heen continued on 


a fully 
sis for at least 


ing basis paid up for 


one year. While the 
action was taken for one year the com- 
pany states it hopes to continue it 
from year to year. It says: 

“As far as we know, this ts the 
time a strictly non-participating 
pany has taken such action. Aiter tur- 
nishing guaranteed low net cost protec- 
tion over a period of vears, we 
thus voluntarily allowed a_ dividend, 


will | 


paid up ba- | 


first | 


com- | 
| 


have | 


based upon the earnings of the group | 


of fully paid-up policies, to policyhold- 
ers who have paid the necessary premi- 
ums in order to make their policies fully 


paid-up and continued on the paid-up | 


basis, even though such dividends are 
not provided for by the policy contracts 
and were not even contemplated when 


the policies were issued.” 





Western States Life 


The Western States Life will hereafter 


mnnly consider Japanes: as acceptable 
risks after they have lived in the United 
States five vears or longer, according to 
a ruling announced by the company last 
week The Japanese are divided into 
four classes by the company: (1) bank- 
ers professional mer ete.: (2) pro- 
prietors of small stores, salesmen, labor 
eontractors ete.: (3) farn hands, la- 
borers, gardeners ere (4) unskilled 
labor, which is not insurabls The first 
class is limited to $5,000, the second t 
3.000 at regular premiur rates the 
third class to $3,000, with an extra pre 


mium of $2.50 per thousand, 


LIFE 


|'WAR RISK DIVIDENDS GIVEN 
New Schedule of Returns for 1924 Is 
Announced by United States 
Veterans’ Bureau 


} , } 14.7 ; 1, ‘ ‘ ] 

Phe 1924 sche le of dividends « war 
risk policies carried in the United States 
Veterans’ Bureau has been announced 


* government as tollows 


First Year Dividend 


Ord, 20-P. 30-P. 20-Yr. 30-Yr. End 
Axe Life Life Life End End at 62 
20 «$1.73 $1.76 $1.74 $1.84 $1.77 $1.74 
25 1.73 1.77 1.75 1.84 1.78 1.75 
3 1.74 1.77 1.75 1.84 1.78 1.77 
Bi 1.75 1.78 1.7¢ 1.84 1.78 1.79 
40 1.76 1.80 1.77 1.84 1.78 1.83 
45 1.78 1.81 1.79 1.85 1.79 1.88 
yO 1&0 1.82 1.80 1.85 1.80 1.8 
AS 1.82 1.84 1.82 1.86 1.82 
60 1.84 1.86 1.84 1.86 1.84 3.97 

Second ear Dividend 

20 «$1.7 $1.82 $1.78 $1.99 $1.85 $1.79 
25 1.77 1.83 1.79 1.99 1.8 1.81 
30 1.78 1.85 1.81 1.99 1.86 1.84 
35 1.80 1.87 1.82 19g 1.86 1.89 
ia 1.83 1.89 1.85 1 1.87 1.96 
45 1.86 1.92 1&7 2 O00 1.89 2 O06 
Oo 1.90 1.95 1.90 2 On 1.91 o7 
5a 1.94 1.98 1.94 2.01 1.94 2.83 
60 1.98 2 Ol 1.98 2.03 1.98 6.50 

Third Year Dividend 

20 $1.78 $1.88 $1.83 $2.14 $1 $1.8 
pe 1.80 1.91 1.84 2.14 1.95 1.8 
30 1.83 1.93 1.86 2.14 1.94 1.92 
35 1.86 1.96 1.89 2.14 1.95 1.99 
40 1.94 2.00 1.92 2.14 1.96 2.09 
45 1.94 2.04 1.96 2.15 1.99 2.26 
50 2 Oo “ O8 2 O01 "16 Oo? 2.59 
n 2.06 913 © 06 2.18 2.07 i8 
60 2.13 2.47 2.13 2.20 ee . 

Fourth Year Dividends 
© $1.81 $1.9 $1.87 $2.30 $2.02 $1.88 

°5 1.84 1.48 1.89 0 20 1.93 
" 1.87 1.92 ’ ne 1.99 
a5 1.91 2 0 a i] 0 
40 1.96 . A ay 4 
45, 2.02 2 16 2 1 » 4 
ou 2.10 21 1 5 
55 2.18 7 2 ’ l 4.18 
6 27 2.33 2.27 2 2.37 

Fifth Year Dividend 

20 «6$1.84 $2.02 $1.92 $2.46 $2.10 $1 
> T&S Oe 1.95 | 
20 1.92 10 1.98 2.4 Os 
35 1.97 2.15 4 r| 
10 2.04 > ey | s ; 15 2.38 
15 p 1 2 28 l x i” 

, 29 35 i 4 
. ; 4 4.¢ 
t 2.43 ~.4s a-4% y 2-4 








INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


LOUISVILLE 








INSURANCE 


EDITION 


TO EXTEND LIMITS ON TERM | 


Announcement Is Made by the Pruden- 
tial of Some Changes to Be 
Made in Future 


iN (;,0ore, senior vice president 
and actuar ‘ the Prudential, an 
unced at the field leadership meeting 
the cor any last week that the limit 
te! pohcies with the Prudential will 
be increased fro $50,000 to $100,000 
\c dental deat] enefits will be written 
to the ext tf $25,000 in the ftuture 
rhe gro policies ¢ be written to 
1 ude the disabilit leature 
He reterred t new policy which will 
oug!l May, which the com 
el ll i considerable help 
rents ‘ “ business Che de 
als will t be ounced until later 
It is believed that it will be somewhat 
the r¢ convertible term con 
ict 
Mr. Gore said that in the futur ¢ pay 
cents <« abilit claims will 1 al 
cases date back the beginni ne « the 
isabil 


>|}OREGON LIFE’S DIVIDENDS 


Schedule for 1924 Shows General In- 


crease Most Notable at Younger 
Ages 
| Ore Life publ ‘ it 
124 ith cle | d schedule s] oOwlly x neral 
read ( in e returns anda sheht 
ncrease on the scale as a whole Dhe 
schedule d lends per $1,000 on 
] pohcy torms, ts as follows 
Ordinary 
Year 
\x Paid 
Ye Divi Pp 
Issu nd rd oth dend Ins 
’ 34 , $4.1 $4 $4.59 14 
! " $1 1.34 4.84 14 
‘ 1.4 $44 14 
} 4 4.4 ' 14 
i ‘ 11 14 
4 ’ } 4 20 14 


\ec 
at 
Issue 
8 j 
7 i 
28 i 
] 4.: 
’ 4 
1 4 
4 ] 
; 4 
‘ ‘ 
35 ‘ 
16 s] 
8 
3 
sa 
41 
4° 
43 
44 
do 
16 
47 
48 
By 
50 
51 
54 4 
65 10 
56 14 
7 11 
58 33 
»“ ] 
| 60 14 
| 
| 
Ve 
| at 
| Issue 1 
20 $4 
21 i 
> ‘ 
ma | 4 
24 4 
’ ; 
Ly i 
ri H 
8 i 
‘ 1 
’ ‘ 
4 
‘ 
j ; 
8 
6 


SBBesiIISAAAAMM ws ors 


10th 
Year Divi 
st nd rd Sth dend 
21 1.31 4.41 4.64 5.30 
27 4.37 4.48 ‘1.72 5.41 
31 1.42 $54 1.79 §.52 
7 4.48 4.61 4.88 5.64 
14 1.55 1.6% 4.96 5.77 
50 1.635 4.76 5.06 92 
7 4.71 4.85 15 6.07 
66 1.80 4.95 5.27 6.23 
74 1.89 5.05 5.39 6.40 
81 4.97 14 5.52 6.5 
92 09 , ».65 6.80 
01 19 ’ 5.80 7.01 
12 } .o2 5.96 7.25 
25 416 5.66 6.12 7.03 
7 ; »82 6.31 7.82 
53 7¢ 5.99 6.52 8.14 
67 a #.18 6.75 8.50 
RG 6.12 6.40 7.00 & 88 
03 6.31 6.61 7.27 9.31 
"6 6.5 6.87 7 ' 9.77 
47 6.80 7.16 7.95 10.27 
74 7.09 7.48 8.33 10.80 
03 7.41 7.83 8.73 11.37 
t 7.48 8.22 9.18 11.99 
71 8.17 8.65 9.68 12.66 
10 4.60 9.12 10.2 13.39 
" 9.09 1.66 10.8 14.19 
07 9.64 10.2 11.48 15.03 
61 10,22 10.87 12.270 15.95 
23 10.87 11,54 12.97 16.94 
87 11.57 12.30 13.81 18.02 
69 123.35 13.12 14.74 19.17 
41 13.21 14.04 15.76 20.41 
8 14.14 15.03 16.85 21.79 
29 15.18 16.21 18.04 23.26 
20-Pay Life 

10th 

Year Divi 

st nd ird th dend 
30 6$445 $4.61 $4.95 $5.9 
33 4.48 1.64 4.99 6.00 
36 1.51 41.67 o4 6.07 
10) 4.54 1.73 10 6.17 
i4 4.60 1.78 1 6.26 
he 4.6 1.84 2 6.36 
54 4.71 1.00 A) 6.46 
7 4.76 146 7 6.56 
“4 4.82 oe 45 6.68 
au Ru no +53 6.78 
7 1.95 15 “2 6.90 
Ri 5 Ol 69 7.02 
Ay ‘ 1 5.80 lf 
94 17 1 5.90 32 
ol 6.08 a 
l ¢ ‘ 6.14 7.67 
' r RS 

4 6.41 “7 

7 ‘y » 5 oR 

j 8 ” 6 8.52 
» oF ‘ ‘ 1 70 

' 5 “ 9 O8 

i ' 5 7 

‘ " 64 

fF t 7 7.76 10.0¢€ 


29 


Year 
Paid- 





STEADILY CLIMBING UPWARD 


No special effort has ever been put forth for the sole purpose of effecting*a 
large statistical showing. No record of growth has ever been attempted. 


_ The Story of The Inter-Southern Life 
| 


But by incident, upon an average for more than ten years, every eighteen 
days has witnessed this company pass some other American legal reserve 
It has an excellent record of growth to its credit. 


life insurance company. 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


JAMES R. DUFFIN, President 
Eighteenth Year 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


KENTUCKY 




















10th Year 





Paid- 
—— Year— — Divi- up 
3rd 5th dend Ins, 
7.21 8.05 10.47 18 
7.49 8.38 10.91 19 
7.80 8.75 11.40 19 
8.13 9.13 11.90 20 
8.50 9.55 12.44 20 
8.90 10.02 13.04 21 
9.31 10.49 13.64 2 
9.78 11.01 14.31 22 
10.31 11.60 15.05 23 
10.91 12.26 15,88 23 
11.58 13.03 16.79 24 
12.09 13.64 17.56 25 
12.87 14.48 18.60 26 
13.72 15.44 19.74 27 
14.67 16.46 20.99 29 
15.69 17.58 22.33 30 





20-Year Endowment 
10th Year 




















Age 2aid- 

at - _ —Year , Divi- up 
Issue ist 2nd 3rd 5th dend Ins 
20 «$5.81 $6.11 $6.45 $7.15 $9.13 $13 
21 5.83 6.14 6.46 7.17 9.16 13 
22 5.86 6.16 6.49 7.19 9.17 13 
23 5.87 6.18 6.50 7.21 9.18 13 
24 HRS 6.19 6.52 7.23 9.23 13 
25 5.90 6.21 6.55 7.26 9.26 13 
26 5. 6.25 6.58 7.28 9.28 13 
27 5.95 6.27 6.61 7.3 9.33 13 
8 98 6.31 6.65 7.3 9.36 13 
aa 6.02 6.35 6.69 7.40 9.41 13 
: 6.07 6.38 6.72 7.45 9.47 13 
31 ; 6.76 7.48 9.52 13 
32 6.81 7.623 9.59 13 
33 6.85 7.60 9.65 13 
a4 6.91 7.66 9.73 13 
3h 6.96 7.7 9.83 14 
"6 7.05 7.20 9.92 14 
37 7.13 7.90 10.04 14 
38 7.23 8.01 10.18 14 
39 7.33 8.12 10.35 14 
40 7.44 8.24 10.5 14 
41 7.56 8.38 10.73 15 
42 7.70 8.55 10.97 15 
43 7.86 8.75 11.23 15 
44 8.06 8.98 11.55 16 
5 8.27 9.24 11.89 16 
46 8.52 9.54 12.23 17 
47 7.8 8.80 9.88 12.68 17 
48 8.07 9.13 10.24 13.14 18 
49 8.39 9.50 10.66 13.65 18 
0 8.75 9.91 11.13 14,24 19 
hl 9.39 10.61 11.90 15.13 20 
52 9.97 11.26 12.60 15.95 21 
52 10.59 11.95 13.36 16,80 22 
54 11.28 12.72 14.20 17.85 24 
5 12.06 13.57 15.14 18.95 25 
56 12.80 14.39 16.04 20.04 26 
57 13.60 15.30 17.05 : 28 
58 14.52 16.30 18.15 29 
54 15.49 17.42 19.38 31 
60 16.60 18.65 20.73 33 

Connecticut General 
The Connecticut General has increased 


its limit on standard risks except 

ried women between ages 25 and 50 to 
$200,000. The company's new limits, pro- 
vided the necessary reinsurance can be 


obtained, are as follows: 








THE 





Ages Life and Endowment Term 
Under 25 $100,000 $100,000 
25-50 200,000 150,000 
»1-60 100,000 100,000 
61-65 20,000 None 
Married Women 

Ages Life and Endowment Term 
Under 61 $50,000 None 
61-65 20,000 None 

Applicants who are engaged in hazard- 
ous occupations or those who are not 
more than 40 percent overweight, pro- 
vided that there are no other impair- 
ments, will be considered for the same 


amount of insurance as is acceptable on 
standard risks. The company’s limit on 
all sub-standard business is $25,000 up 


to age 60, and if the impairments re- 
quire a heavy rating, the amount ac- 
cepted may be as low as $10,000 
National Life, Vt. 
The National Life of Vermont, in its 
annual report, sums up the changes in 


show- 


fol- 


company practice adopted in 1923, 


ing the numerous improvements as 
lows 
A revision of the dividend 


make the cost of insurance at the various 


scale to 


ages more nearly conform to the results 
of the latest mortality investigations. 
The new scale makes the necessary ad- 
justments in net cost and at the same 
time increase the gross amount annually 
disbursed as dividends, such increase for 


$175,000, 


the current year amounting to 
The adoption of non-forfeiture values 
at the end of the second policy year and 


the granting of full reserve values at the 
end of the fifth policy year. 

A change in the single 
necessitated by an actuarial anly- 


annuity 


life 


rates, 

sis of our own experience and further 
justified by the most recent studies of 
general annuity statistics New rates 
| with differentiation for sex have also 
been applied to the annuity features of 
the instalment’ settlement provisions of 
| the life insurance contracts. 

An advance in the guaranteed and sur- 
plus interest basis from 4.5 percent to 
1.7 percent for 1924 

An increase in the maximum limit of 


mar- | 


$50,000 
being 


from 
amount 


single life 
additional 


insurance on a 
te $100,000, the 


reinsured under a_ Satisfactory treaty 
with a strong company so that the Na- 
| tional’s risk is not increased 

The adoption of new policy forms as of 


i 


Jan. 1. 
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NEWS OF THE PRUDENTIAL 


Number of Men in the Ranks Have 
Recently Been Promoted to As- 
sistant Superintendents 


Assistant Martin J. Harvat of the At- 
lantic City, N. J., district of the Pruden- 
tial, was recently promoted to his pres- 
ent position, having shown evidence 
during his career as of having the 
necessary qualifications to successfully 
duties of an tant su- 


agent 


assl 


discharge the 
perintendent 


H. F. Mulligan, agent in the Ithaca 
_ = district, is credited with a nice 
line of ordinary business and was the 
first man in Division “H" to qualify for 
a merit button His writings for the 
first week of the year were sufficient 
to clas him with the merit button men 
or 1924 

Ernest 4 Hornberger entered the 
service of the Prudential at Tarentum 
ate in 1921. and lost no time in giving 
vidence of his ability to conduct a sur 
‘ ful agency He has been promoted 
to the position of assistant superintend 
nt at rarent iry 

Agent Charles G. Helgren of the Staten 


over the 


ero ed 


Divide Mr. Helgren entered the 
employ of the company on May “7. 1911 
and =} entire service wi with the 
State Island District 

A. ht. Phillips, agent of the Kaston, Pa 
district, leads Division “K" in ordinary 
net issue for 1924, and is number two 


in the entire company 


Macpherson of 


George 


Superintendent 
Toronto No. 1 was transferred to the 
Binghamptor N. ¥ district Superin 
tendent W. H. Alves of Halifax, N. S 
Ww a transferred to assume charge of 
Terente Mo. % 

Agent lee G. Williams of the Bur 


lington, Vt., district, is doing excep- 
tionally well this year On a debit of 
over $235 he is carrying but percent 
arrears and 430 percent advance pay- 





ments. 

Assistant Superintendent C. KE. Cum- 
mins of Detroit No. 3 and W. J. Vouwie 
of Detroit No. 1 top the list in the di- 
vision in industrial for 1924 

Western & Southern News 
The Western & Southern Life has an- 


Joseph BP. Poole as superintend 


pointe a 


ent of the Douglas Park district n 
Chicago. He entered the company's 
service in March, 1920, as an agent at 
Lakeview in Chicago, and was promoted 
to an assistant superintendency there 


He served in this capacity and as a spr 


clal canvasser 


Arnot lL. Ellsworth has been appointed 
superintendent at Rockford, Ill, a new 
district that has just been opened He 
Started with the company as an agent 
in June, 1922, and secured an assistancy 
in Dec 1922. 

Edwin Turner was appointed superi: 

}tendent of the new district at Aurora 
1) He joined the company as an agent 


ind was promoted to an assistancy in 
June, 1922 

Joseph M. Goodrich has been appointed 
Chicago west. He 
agent in Au 


superintendent of 
company as an 
Parh Chic 
Jan., 1922 


joined the 
1921, at Irving igo He was 
4Sistant in 4 


Union National’s Good Increase 


Life of Houston 
increase in its 


The Union National 


Tex closed 1923 with an 


industrial business of $1,332,000 The 
company has been pushing the indus 

trial busine since May 1923. This 
imount was written by an average of 12 
mer The increase amounts to over $700 
per week since May, 1923 The company 
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now has 30 agents in the industrial de- 
partment and the force is being increased 
from time to time. 

About April 1 the company will again 
xo after the ordinary business in addition 
to the industrial. The company showed 
a gain in surplus of $9,000 in 1923. J. W. 
Anderson, secretary, is in active charge 
of production. 5 


Opens Davenport District 


Hancock Mutual Life 
new industrial district at 


The John 
opening a 





March 13, 1924 


Davenport, Ia. Harry E. as- 
sistant superintendent at St. 
will become superintendent at Davenport. 
He has served the company faithfully in 


Herman, 
Louis No, 2, 


St. Louis 
Following the opening of an industrial 


district at Davenport, Ia.. which is the 
first in the state, it is understood that 
the John Hancock will open additional 


|agencies in other sections of the country 


the first 


in the near future This is 
is | weekly premium agency established by 
the company in Iowa. 
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New York City Life Underwriters As- 
sociation Special Committee Brings 
in Some Recommendations 





NEW YORK, March 11.—The spec- 
ial committee of the "New York Life 
Underwriters Association which is look- 
ing into the matter of the twisting evil 


in New York City has recommended 
certain steps to curb the tendency to 
replace endowments in force with or- 


dinary life insurance. Its recommenda- 
tions were as follows: 

1. That the president be instructed 
to write to the committee investigating 
the subject for the information of the 
Life Agency Officers’ Association and 
recommend on behalf of this association 
that all companies have an additional 
question placed in their application or 
examination forms, or both, asking if 
the insurance applied for is being taken 
for the purpose of replacing or chang- 
ing insurance held in any other com- 
pany. 

”. That all general agents and man- 
be requested to use their influence 
to see that their agents are instructed 
to discontinue the practice and also, if 
practice of their office, that thev 


agers 


it is 
discontinue training their agents to do 
this specific kind of work. 


That all agents themselves be re- 


quested to observe the rule: “Do unto 
others as they would they should be 
done by,” and that is not to disturb a 
well placed line of insurance sold by 
their fellow-agents 

1. That the executive committee con- 
tinue a committee to deal with this 


problem and to receive such complaints 
as may be made from time to time as 
to this practice and to also continue to 
study the problem and to report further 
to the executive committee 


Letter Sent to General Agents 


The committee sent a circular letter 
to all general agents and managers ask- 
ing for information and specific cases, 
the results indicating plainly that there 
is a@ growing practice of agents seeking 
to make money bv tearing down 
the work of other agents. 

Bevond the fact that it is not best for 
the policvholder, the committee believes 


Casy 


that “such work is destructive, implies 
that the original agent did not know 
his business, and must destroy the con- 
fidence of insurers in life insurance 


agents and the institution of life insur 
nee The same insurer in a few vears 
May life insurance agent 
approach him and tell him that he made 
a mistake, that he should have either 
limited payment or endowment policies 
him as to the soundness 


have another 


and convince 


of the idea. The insured must. then 
wonder whether any life insurance men 
know their business If ordinary life 
the only form adaptable, all compan- 
ies should withdraw other forms and 
ell only ordinary life and term forms.” 
+ * * 
Rellingham, Wash.—John H Baird 
president of the Seattle association, was 


the principal speaker at the organization 
of a chapter of 
Bellingham on March 
members signed up at a banquet" 

ers for the first vear elected 
aus follows: W. E,. Terrill, president: G 
Hi Sasse Vice-president J 1». 
do A. W. Dahlquist 


branch underwriters «at 


when 26 charter 


Cnitic were 
Orden 


trea iret eore 


tary 





OUTLAW TWISTING|HAD BIG MONTHLY MEETING 


Many Strong Talks at Session of San 
Francisco Association—Plan for 
July Convention 


SAN FRANCISCO, CAL., Mar. 10.— 
The outstanding features of the Febru- 
ary meeting of the San Francisco asso- 
ciation were the showing of the film 
“Working tor Dear Life,” which was 
loaned for the occasion by E. H. Wilkes, 
third vice-president of the Metropolitan 
Life, and the address by Ben F. Shapro, 
manager of the Oakland branch of the 
Equitable Life of New York, on “The 
Strategy of Selling.” Mr. Shapro gave 
a demonstration sale using his “Money 
Bags” illustration and stated that such 
words as “buy, sell, cost and expense” 
were entirely eliminated from the vocab- 
ulary of the men operating in his agency. 


We do not believe that life insurance is 


a business—life insurance is a profession. 


| We do not use business terms in our 
agencyv—we think of life insurance as a 
service—a God given privilege, and we 


lhe did not 
} man 


| thoughts 


are happy in the knowledge we are in 
a great service.” Mr. Shapro stated that 
have in his organization one 
trom another company, prefering 
to teach himself, giving them his own 
and suggestions. 

I. W. Heron, supervisor of the Fidel- 
itv Mutual Life at San Francisco, spoke 
on “Successful Approaches.” He stated 
salesmanship is a battle of organized 
knowledge against unorganized and then 
gave some ot the approaches he has used 
with great success during his years of 
experience as an underwriter. 

“Cooperation of trust companies with 
life insurance companies” was the sub- 
ject covered by C. C. Legerton, trust 
officer, Anglo-Calitornia Trust Company. 
He explained in detail trust agreements 

nd insurance trusts 

“Life Insurance and Church Finances” 


| was discussed by George B. Cawthorne, 


the insurance school of the 
in San Francisco. This was 


nstructor at 


t. 2 ce ak 


the subject assigned by the National 
\ssociation as the February topic and 
Mr. Cawthorne gave many valuable in- 
stances of how this form of insurance 


might be applied. 

Arthur C. Parsons. vice-president of 
the Pacific Mutual Life and manager of 
San Francisco branch office of the 
company, was in charge of the program 
and acted as chairman for the evening. 
Mr. Parsons spoke on the necessity of 
proper mental attitude and loyalty in the 
successful underwriter. 

|. B. Duryea, general agent of the 
Venn Mutual Life at San Francisco, has 


the 


heen appointed chairman of a commit 


tee to entertain insurance men passing 


through San Francisco on their way to 
the convention of the National Associ- 
ation in Los Angeles in July. Mr. Dur 


has appointed as his assistants Sol 


Vogel, New York Life > E a. Thomas, 
Northwestern Mutual: George R. Trv 
ner, Pacific Mutual, and W. B. O'’Con- 


Che March program of the association 
in charge of Arthur Hutchinson, 
president of the Fresno 

ind now located in San Francisco 
New York Life. 


* * 


will he 
rormer 


associ 
vith the 


Falls life 
local as 


Falls, Mont.—-Cireat 
have organized a 
sociation, the first me being 


with S 


(creat 
underwriters 
eting 
(ieorge Tip- 


week present, 
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pett was elected president; C. L 


vice-president, and Jesse Owens 
tary-treasurer. 
* * * 
Fort Worth, Tex.—At the first 


the 
was 


Fort Worth 
elected presider 


meeting of 
E. L. Moore 








asso 


Watson,| The 


secre- 


annual 


it 


lation 


Her- 


man Marx, vice-president, and Mrs. I 
Kathryn Hull, secretary-treasurer At 
this meeting the association completed 
its incorporation plans Angus Allmond 
of the Reliance Life was the principal 
speaker. Many preachers and college 


professors were present at the 
the general topic the 


of life insurance 


being 





and churches, 
* * * 
rest Cal.—The Fresno association 
has completed plans for a “Life Insur- 
ance Week” the week of March 24 
Barney Pearson has been engaged to give 
a series of talks to life insurance mer 


during the course of the wee 
Pearson will visit several of the 
in the San Joaquin Valley, and w 


appear before a number of business or- 
ganizations. The activities of the week 
will conclude with a rally dinner in 
which the members of the new associa- 


tion of Bakersfield will 
(Gjuldager, manager of the 
Life at Fresno, will be 


join 
Fidelity 
chairman 
ering. 

, * * 
Chippewa Valley, Wis. 
monthly meeting of the 


The 


Chippewa al- 
ley association was held at Eau Claire 
last week with a large representation of 
igents present. Dr William A Bolt, 


First Congregational 
the 


of the 
Claire, was 
delivering a talk on insurance 
point of view He 
insurance in 


of Eau 
cleric’s recal 


value of homes 


death and in which husbands h 
“only good name With feel 
Bolt asserted: “T tell you the 

s the value of life 





od in you 


lation 


everything eg 
Officers of the 
Guilford 
first vice-president; J. G 
second vice-president m. 
ind E. D 

* oa 
Neh. — “Billy 


assoc 


Rounds, trea 


Omaha, 


famous evangelist, will probably 
the Omaha association in June « 
Dr. MeGrew wrote him and invit 


to address the Omaha insurance me 

ufter it became known that SundQv had 
made such a decided hit with the insur- 
nes men in Chicago it his address 


uusivy and said he would plan to 
to be here in June or July 


* * 


Cedar Rapids, Ia.—Roy H. H: 


state manager for the Equitable 
New York and past vice-president 
National Association of Lif 
writers rddressed the local ass 
last week It was a guest nig! 
gram and the attendance was gr 


week 25 
heard 


members 
Mr 


Earlier in the 


Keokuk underwriters 


man M. G. Kirk, Ottawa, district 

gzer for the Equitable, and H. J 

Burlington were guests t the } 
Davenport, Ta.—Ten local life 


writers associations throughout 
will be affiliated in a state body i 
of the Davenport unit, launched 


nonthty Saturday suck 


W Van 


meeting 
Houten 
will 


kK 


ill 


‘ 
Oo 


regular 


Church 
principal speaker 
from 


ad 


ing 


for 
president; 


Sunday 


r 
ed 


also | 


Car! 
Mutual 


Mr 


towns 


t 


v 


busi- 
1924 
KE 
Marx 
Bylander 


\ 


July 


hin 


the 
the 
by 
left 
Ir 
minister 
Insurance 


saddened 


h 


wlati« 


pro- 


tifvir 


of 
He 


m 


\¢ 


f 


eed 
president of te ] 


cuk 

wa 

ins 
the 


a- 


Hood of 


meeting, 
cooperation 


with schools, colleges 


Mr. Sunday replied very courte- 


the 


mssocition name é con ee 
week to broach the _ state issociat 
dea to the other local bodies and it i 
expected that within a few weeks 
organization meeting can be called 
The Davenport aesociation alse dis 
cussed informally the part-agent propo 
sition but no action was take Tri-cit 
general igents recent! discussed tl 


problem at leneth but decided to 








record volumes of life insurance] 
written in the last few years would have/ 
been utterly impossible, if liquor and the 





saloon had held sway, he said, “Insur-| 
ance and whiskey do not mix any more} 
|} than do gasoline and whiskey he said. | 
| “Over in Portland I do not confine my 
support to talking about it, but I am a] 
| deputy sheriff and last year I arrested] 
| 24 men for driving while intoxicated. I] 
feel that in so doing I saved an indefinite 


death.” 
in the 


imber of innocent 
Speaking of the 


people fron 


opportun 





insurance business, he said 7 per- 
cent of the people of the I States] 
ure insured. This gives an 


opportunity for the sale of 
I do not believe tl 
it is to be taken sé 
though it appre 
quarters Something which may in 
you is that 1 heard Comm 
recently that he 


} 
y life 


nce 





ved in some 
terest 
Fish- 
would not 
pany to 
which 


seems to be 


ssioner 
back state 


permit an insurance con 


issue a group policy in this state 


does not require the medical examination 
| of each ndividual insured in the group 

©. J. Laey, vice-president of the Min- 
nesota Mutual Life was present and 
spoke briefly on the excellent business 


had 





eonditions and good spirit wh ! he 


found so far in the few days of his visit 
here 
Earl W Pettibone recently elected 
president of the Spol ‘ sso tior 
presided 
*x » 
Pa. Boost tl ongress 


Philadelphia, 


ve boost your pr 











= coined by E. J. Berlet (Guardian 

fe), «) rman of publicity, as the urge 
through which general agents, managers 
and superintendents should induce their 
agency force to have a 100 percent at- 
tendance at the Philadelph Life Ir 
surance Congress Mar. 21 

General Chairman Woodwort!l lohr 
| Hancock), and Chairman Sigourney Mel 
or (Provident Mutual) speakers ind 
topics, have built up a valuable progran 
for the Philadelphia get-together \ 














wks for over 1,000 at the banquet 
Halev Fiske, presider of the Metroy i 

ta Life s the stellar ttraction for 
the banquet William J. Grahan vice 
president of the Equitable Life f New 
York, |} schedule whic n 
cludes lace director f the| 
ife insurance school of New York U1 | 
versity Paul Clark of Bostor re eral] 
gent John Hancock; I A. Cerf, J New 
York City ! 


Provident M 
New York Life 


niversity of 


Hess a 


* * 
Los Angeles, Cal.—The prog m wl ! 
has been announced by tl Los Angeles 
sso tion for its Mare} = ting 





torium on Mar. 18 s of unus teres 
nd a full attendance of tt membership 
s expected 

Eentert nment fea res bee w i 
musical progran } pri " = 
ers Wi be ©. J. Lacy, Vv resident of 











A ver special featur I resented 
‘ be the showine of tl 1 
ture Working for Dear I t! 
famous film made f the M tan | 
Lif ind exhibited = or t s i ! 
throug! the courtesy f Alexander | 
Pieisher ssistant secretary of that , ] 

ny Three reels des« of s th-] 
er? ‘ fort “ ~ t sl} “ ‘ 
titled Mar Mad i] | w ‘ *) 





mit to th association for acti nd] was Thes re presente hrouch the| 
conside thor | rtesy of th Los At s (ha e of | 
‘ * * ‘ ; 

Spoka Wash William Goldr t f a * a 

Por ind rssistant to the presidet for 

1 7 At P ‘ att 
iry ‘ ‘ t n's Pe 1Y thivy 
, meeting E. Y. ¢ | president of the! 

Amer Trust & I ' x ~ ce 

id ber fly n the ere t o7 t es exist 
‘ x between insur s s und the 

t t! trust ompatr sin g ntes< et } P 

we ficiaries the } tex t t had n 

tional talk that was cordi y 8 ved nded for then : S reventing 

i ng of prohibition and the prehib he ppa ng wast ¢ ¢ @ ¢ 

lent ws, he said that every insurar left t ump sums 

should be a supporter of prohibition I> Arlo Brown, pres f the 1 

s good citizen, but that if this should! versity of Chattar x spol 7 the 

not be i sufficient reason for ? ther subject of life ins ’ ’ ed " 

is itter of self interest alone, proh tions institutions H stressed ! 

bit hould recelve irdent upport t ns frorded colleges f i line n 
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Montana Life Insurance 


ompany 


Helena, Montana 


Statement at Close of Business December 31, 


1923 


ASSETS 

129,912 

Bonds . 1,838,479 
1,086,280 

524 


Notes cna Wf ia 


Premium 


- 
a 
4 


(Wy ) CRA) 


Liberty and Victory Bonds and U. S. Certit 
cates of Indebtedness 742,200 
( asl { Bonde d 4s. 305 


\DOMITTED ASSETS $5,292,228 
Reserve (Less Reinsurance $3,553,481 
xtra Reserves for Double ndemnit Te 

tal Disabilit 128,933 
Present Value oft uture Payment unde 

Monthly Ian Int Police es 17.838 
Deat!l " ] Disabi ‘ i lms Reporte | (( or 

pleted roots no received, etc 14,238 
(Coupons ett vitl Compan, ind nterest 

Phe Col 554 M5 
P en ms 1’ | 1) \ vance 12 x5 
( earned Interest Paid n \dvanet 46,544 
\lhedic it tongarnine s Fees nd Ir spect 1 rees 


tw 
F 


(the \e« ved Bi . 9106 
( ntinvenc Reserve wyiwy) 


$4. 389.589 
500.000 
40? 63 
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Surplus to Policy Holders, $902,639.52 


H. R. CUNNINGHAM 
Vice-President and General Manager 


Excellent General Agency Opportunities 
open in Iowa, Minnesota, Colorado, Oregon, 
and California. 
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endowments. He took occasion to thank /|state, toward placing and keeping the is presumed to be permanent after three . 

the life insurance men of Chattanooga | business and its services to the public] months disability A long-established 


for their work in connection with the 
financial interests of the university here, 
and complimented them for their loyal 
services in every similar enterprise for 
the public welfare. 

Dr. John B. Steele, medical director of 
the Volunteer State Life, presented a 
series of instructive charts showing the 
results of long years of investigation on 
the subject of blood pressure. He dis- 
cussed the findings of insurance com- 
panies to the effect of high blood pres- 
sure on the mortality rate. 

T. L. Landress presented the report of 
the executive committee with reference 
to “part-time” life insurance agents, the 
report favoring steps by the local asso- 
ciation, as well as those throughout the 


For Sale 


Actuarial business for sale. George 
L. Smith, a consulting actuary, died 
recently leaving to his estate an estab- 
lished and rapidly growing actuarial 
busi His: busi assets include 
orders recently taken and much com- 
pleted. Ready for immediate sale. 
Has clients in Omaha, Denver, Des 
Moines, Minneapolis. Communicate 
with the Omaha Trust Company, 
Administrator, Omaha, Nebr. 


























Only high-type men and women can obtain 
contract to represent this company. 


Open territory in Ohio and Minnesota. 
Interesting General Agent’s contract di- 
rect with Company backed by real co- 
operation. 





Curron Matonay 
President 
A. Mosa.ey Horxins, Manager of Agencies 


Home Office Building 
111'N. BROAD ST. PHILADELPHIA, PA, 


Jackson Matowzy 
Vice-President 











Capable Policy-Placers 


can always find a satisfactory oppor- 
tunijy for work with this Compan 
in good territory—men who can - 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 








HOME LIFE INSURANCE CO. 
New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the 
ER ey Re amstettacns x comir. 7,686,855 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. 
Increase in Assets........... 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force........... 247,373,218 
Admitted Assets 


FOR AGENCY APPLY TO 
HOYT W. GALE 


General Manager for Northern Ohio 
223-233 _Leader-News Building 
CLEVELAND, OHIO 














on a continually higher and better plane 
by eliminating the “part-timer.” The 
report was read but discussion of it 
withheld until a future meeting. 


THRIFT IS COMBINED 
WITH THE GROUP PLAN 


(CONTINUED FROM PAGE 1) 


tributions toward the purchase of a re- 

tirement annuity for the employe be- 

ginning at age 65 (females at age 60) 

(or at any age between 50 and 70 in- 

clusive, as circumstances may require); 
Disability Annuity 





(d) A disability annuity for the em- 
ploye if he should become totally and 
permanently incapacitated before attain- 
ing age 65 (females age 60), the full old 
age annuity to be paid thereafter. All 
subsequent deposits waived. (No de- 
duction is made from the old age an- 
nuity or from death benefit on account 
of any disability annuities paid to an- 
nuitant or of deposits waived); 

(e) The upbuilding gradually of a 
death benefit fund, based on the com- 
bined contributions, in case the employe 
dies before reaching retirement age; 

(f{) A cash surrender value (part of 
which may revert to the employer at 
termination of employment, if he de- 
sires) or a paid up annuity for decreased 
amount, in case of default in premium 
payments; 

(g) Annual dividends prior to com- 
mencement of annuity payments, which 
may be drawn in cash or accumulated 
at interest for the benefit of the em- 
ploye 

Annual Premium Unit of 3105 


rhe retirement annuity is based on a 
given annual premium-unit of $105 
(which includes $5 for the disability 
benefits) instead of on a fixed annuity, 
such as $1,000, at age of retirement. 
That is to say, the amount of the an 
nity is determined by the number of 
premium-units of $105 each paid, and 
the age at retirement, 

Monthly Installments 


For the convenience of both employer 
and employe, the Equitable will accept 
monthly premium instalments of $9 (in- 
cluding 45 cents for the disability bene 
fits) in lieu of annual premium-units of 
$105 where the contracts are issued on 
the group plan. At least twenty-five 
employes must be covered to constitute 
a group for this purpose. This method 
of tendering payments is especially ad- 
vantageous under the contributory plan, 
inasmuch as employes can allot a stated 
sum from their monthly or weekly 
wages and thereby cultivate systematic 
and continuous saving. 

Example Is Given 


To illustrate the actual operation of 
a retirement annuity contract let us 
cite the case of a male employe who 
enters such a pension plan at age 25 
and for whose benefit a premium of $9 
a month is payable until retirement for 
disability or age. (The relative propor- 
tions of the premium paid for by the 
employer and the employe, respectively, 
do not affect the benefits of the con- 
tract.) Such a contract would provide 
to the employe now age 25, a life an- 
nuity of $776.40 ($64.70 a month) be- 
ginning at age 65. 

The annuitant may, however, retire 
at any age between 50 and 70 and re- 
ceive either a greater or smaller an- 
nuity, depending on his age at retire- 
ment, the amounts of which are clearly 
stated in the contract. 


Disability Annuity 


The contract also provides for a dis- 
ability annuity, which in this case would 
amount to $427.56 a year or $36.63 
monthly, payable during continuance of 
total disability up to age 65. All pre- 
mium payments are waived during this 
period. After that age, the old age an- 
nuity of $776.40 or $64.70 monthly would 
be paid to the employe. Total disability 





TABLE SHOWING DISABILITY AND 
OLD AGE ANNUITIES 
For Each Premium Unit 
Monthly 
Disa- 
bility An- 
Age nuity to 
at Age 65 
En- (60 for 


Old Age 

-—Monthly Life Annuity— 
Beginning at Age 

Females Males 





try females) 60 65 
15...$47.96 15...$62.94 $100.24 
eee 8 80.95 
64.70 
51.02 
39.50 
29.80 
21.64 
14.76 
will be 
issued instead of a life annuity. Under 
this refund annuity form, the monthly 
income payments are continued to the 


beneficiary after death of the annuitant 
until the aggregate amount of income 
paid (exclusive of any disability income 
payments) equals the amount of death 
benefit at time of retirement. 


Single Cash Payment 


If the employe in the case cited should 
not attain age 65 but dies in his 60th 
year, a single cash payment of $6.038 
would be made as a death benefit to his 
beneficiary, plus any dividend accumu- 
lations. A table in the policy shows the 
amount of death benefit payable in case 
of death before the commencement of 
annuity payments from the first to the 
55th policy year, inclusive. The amounts 
in the table below are for a premium of 
$105 annually or $9 monthly. 


AMOUNT OF DEATH BENEFIT FOR 
EACH PREMIUM UNIT 

In case of Amt. of Incase of Amt. of 

Death Death Death Death 

During Benefit During Benefit 


5th pol. yr 30th pol. yr...3 4,675 





10th pol. yr 35th pol. yt 6,038 

15th pol. yr {0th pol. yr 7,657 

20th pol. yr. 15th pol. yr 9,580 

25th pol. yr 5th pol. yr 11,863 

55th pol. yr.. 14.576 

These values are the same for all ages 
at entry 


RECENT DECISIONS REVIEWED 


(CONTINUED FROM PAGE 1) 


surance, like any other contract, can be 
rescinded by either party for fraud in 
the inception of the contract, the im- 
mediate point at issue is whether such 
rescission by mere act of the parties 
is sufficient to fulfill the meaning of a 
“contest” as contemplated by the in- 
constable clause. Is a mere notice of 
repudiation and tender of premiums a 
“contest”? 
Action in Case of Death 


As there are many practical advan- 
tages to be gained by the company 
taking court action seeking cancellation 
of the policy, it would seem that insur- 
ance companies, generally speaking, can 
have little quarrel with either line of 
decision on this phase of the matter. 
The important point to be observed is 
that where the insured dies before the 
end of the contestable period and 
fraud in the application is detected from 
proofs of death, some action is neces- 
sary before the end of the contestable 
period, or the policy will become in- 
contestable, just the same as though the 
insurer were then living. 

This question is pretty well settled by 
the decision of the United States Su- 
preme Court and there is no longer a 
possibility of much variation from the 
rule. 


Censured for Remarks 
Albert C. Olson, a Milwaukee agent 
of the Northwestern Mutual, was 
mildly censured by the Wisconsin in- 
surance department for statements 


which he made in a letter in the Ma- 
sonic Tidings against the Acacia Mu- 
tnal Life. The complaint against Mr. 


Olson was dismissed, after he had made 
certain retractions of his statements. 

The Cennecticut Mutual Club, which 
consists of the men and women home 
office employes of the Connecticut Mutual 
Life. presented the annual vaudeville 
show of the club recently 











NEW ENGLAND COMPANY 
desires to negotiate with a 
representative well qualified 
to serve as Manager of its 


SAN FRANCISCO AGENCY 
State qualifications, experi- 
ence, etc., addressing Box 
H-74, care of The National 
Underwriter. 








CLEVELAND, OHIO 


Eastern life insurance company 
with established offices in Cleve- 
land in charge of supervisor, offers 
old-fashioned general agent’s con- 
tract direct with company, max- 
imum commissions both first year 
and renewals, to man who can 
produce reasonable volume of good 


business, kind that renews, qual 

ity not quantity interests us. It 

will pay you to investigate. 
Address H-77 


Care The National Underwriter 

















ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
23 South La Salle Street, Chicago 








Actuaries & Examiners 
600 Gates Building 
Kansas City, Me. 


OHNE. HIGDON 
OHNC.HIGDON 








RANK J. HAIGHT 


CONSULTING 
ALIUARY 


816-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg. 
Tel. Walnut 3761 DES MOINES, IA. 








J. McCOMB 
e COUNSELOR AT LAW 
- CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 


Specialty. 
Colcord Bids. OKLAHOMA CITY 








H. NITCHIE 
e ACTUARY 


1523 Association Bidg. 19 S. La Salle St 
Telephone State 4992 . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 




















“Nearleather” FOLDERS make an 
ideal file for the filing of daily reports. 
Send for description. National Under- 
writer, Insurance Exchange, Chicago, IL 
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SOME. OF THE TRIALS FOUND IN THE 
NEW YORK CITY GENERAL AGENCIES 


EW YORK, Mar. 11.—Sometimes 
N it appears that the general agent 


in New York City has a simple | 
problem. General agencies are not as 
easv to obtain here as outside of the 
state, where instead of 30 companies 
30 or 200 companies are operating, and 
therefore the number of men who leave 
in office to take a general agency is 


small. 


The case of Agent Jones and General 


Agent Smith may well illustrate a good 
many of the problems being faced daily 
by general agents. A few years ago 
Mr. Jones was a fire and casualty in- 
surance broker with an uptown office in 
New York. He was making a fair living 
and that was about all. One day Gen- 
eral Agent Smith got in touch with him 
and persuaded him to come to his office 
for an interview with regard to going 
into the life business. He showed him 
the opportunities in the field and as a 
result Mr. Jones signed a contract and 
began writing business through his fire 
ind casualty insurance connections. He 
did very well for a starter. Sometimes 
he got stumped on a case and when he 
did so Mr. Smith very kindly sent out 
in expert from his office to help close 
the case. In these cases Jones kept the 
entire commission, the work done for 
him being a service looked upon as an 
educational facility of the office. 
Depended Too Much on Office 

The general agent soon realized that 
Jones was depending a little too much 
on the support of the general agency. 
He was letting the agency do practically 
ill the work, doing nothing himself, so 
in effort was made to show him the 
idvantage of doing his own selling. 





| entire 


| his regular agency. So he 


Every facility was given to him and he 

turned out a successful life insurance 

producer. His first vear he wrote over 

$200,060 and in his second year he was 

writing about $350,000 in business. One 

day he came into the general agency 

nd said, “Mr. Smith, I see you have a 

number of desks in this office. What 

ire they for? Are they not for the | 
wents of your office?” 


“Why do you ask,” said Mr. Smith? 


“Well,” said Jones, “I find that my 
ofhce uptown is a lot of expense. The 
thee girl that I employ is busy only 


part of the time 


on my fire 


following up renewals 
and casualty business and it 
really is not justifiable expense. Why 
can't you accommodate me here like 
ou have so many other men?” 


Gave Agent an Office 


Mr. Jones was getting along nicely so 
the general agent made the 
ind obtained desk space for 
othce allowing him the 
telephone and the 
ographer wh 


Mr. Jones’ 


concession 
him in his 
iree use of the 
services of the sten 
he needed it 
production continued on 
the increase. He noticed that some of 
the other and even in his own of- 
tice that one or two of the leading pro- 
ducers had private offices. He 
natter up with the general agent. 
showed how his work was increasing 
ind said he would like to have a private 
othice 

“What do you want a 
or?” said Mr. Smith. “I 
coming in here occasionally.” said he. 
“and [ don’t like to have them think 
that I am just one of the solicitors. IT 
want them to feel that IT am a success- 
tul business man and I like to have them 


enever 


offices 


took the 


private office 


have clients 


im my private office where I can talk 
with them the way T want to.” 

Again the reneral agent relented and 
the priv ite office was provided 


Production Was Spasmodic 


Mr. Jones found that his earnings 
were up one month and down the next 
Some months he would make only $150 
or $200 and the next month he would 
make $500, $600 or $700 He didn't 
like this arrangement so he again went 


+ 


to lus general agent and said, “I do not 


; coat 
| she will expect 


like this up and down income of mine 


I never know just where I stand. You 
have a big agency here and a lot ot 
money, why not advance me $100 a 
week with a settlement every three 
months. If I am behind at the end ot 


months I am to pay you and if I 
have money coming to me you give me 
your check In the meantime | draw 
$100 a week. My business | justifies this 
and you can feel safe in it.” 
Reluctantly the general 
this which has become so 
common among life insurance agencies 
in the big cities. Here is where the 
trouble starts. 
Handling a Big Case 


this system had been in force 
months, Agent Jones turns up 
for $100,000 policy He 
case carefully and succeeded 
in convincing his man that he should 
have the insurance. It occurred to him 
that if he turned this in to his general 


three 


agent gave 
concession 


After 
tor some 
a prospect 
handled the 


agent he would hardly know the differ- 
ence. He would continue to draw his 
$100 a week and perhaps by the time 


months comes around it will 
noticeable on his settlement 
check He can think of a lot of things 
that his wife needs including a _ tur 
and knows if he lands a big case 
“something special.” It 
occurs to him that if he takes this case 
over and places it with the John Doe 
Agency across the street he will get his 
commission immediately and con 
to draw his $100 a week through 
puts on his 


John 


the three 
hardly be 


tinue 


coat and hat and goes over to see 
Doe. 


Song of the Siren 


Anv agent who comes in with a $100,- 
000 case is welcome. John Doe ts very 
him, shakes hands with him, 
asks him what his present connection 1s 
and is of course very glad to handle the 
him “Why do vou not 
with us, 


glad to see 


business tor 














nlace more of your business 
Mr. Jones?” savs Mr. Doe 
“Well, vou see I have a very nice 
rrangement over there at the Smith 
Agency They have taken mighty good 
care of me and I would not want to 
change.” 
is that so,” replies Mr. Doe 
arrangement have you overt 
provide me with a very nice 
office 
“Well,” said Mr. Doe, “we can do the 
same for you We will ‘give you a 
private office over here and a stenogra 
pher of vour own to handle all your 
mail.” 
‘That sounds very nice Mr. Doe, but 
} you see there are some other things, for 
mstance, l receive SvO0 a week advance 
over there with a quarterly settlement 
on my commissions Yo 1 See these big 
cases thing with me and 
the realizes that it 1s 
jus imodate me in this 
itter these things and 
would ive.” 
Gets an Increase in Advance 
Here is where Agent Jones begins to 
see a chance to improve his situation 
He has increased the ante from $100 to 
$200 a week, possibly as much to im- 
press Mr. Doe as for any her reaso 
However, as he has just come in with a 
$100,000 case General Agent Doe is 
ready t beheve that the $200 1 weeK 
ilvance is O. K He feels that if Smith 
can pav it he can 
So Jones leaves Doe's office with his 
head tr wl ] S200 week and a 





private secretary Such things are not 
sniffed at. So 


screw up his 


itter several davs 
courage he goes 
in to see his agent 


own general 


Sees End of the Journey 

ral Agent Smith knows that after 
an agent has been on an advance about 
something of this kind is 
to happen, so he is not surprised when 





so long apt 


INSURANCE 


EDITION 


| Agent Jones opens up a conversation by 
savings, “Mr. Smith, I have something 
to tell vou but really I hate to tell you 


more than anything I can think of. 
Really it certainly hard for me.” 

The reply comes back at once from 
the wise general agent, “Well, Jones 
where are you going and when are you 
going to leave us?’ 
| Jones is of course much surprised to 
find that Mr. Smith knows what he ts 
going to do but he tells what the prop- 
osition is that he has received Of 


general agent, knowing 
does not allow for a 
does not meet his 
ows as well that it is bad 
policy to keep on with his endless chain 
of concession after concession He 
knows that eventually he is going to 
lose this man and asks himself if there 
is anything to be gained by investing 


his own 
that his production 
$200 a week advance 


offer. He kn 


course 


any more money 
So the upshot of it is that Agent 
Jones moves out of his small private 


office in the Smith Agency into his large 
private office with the Doe Agency and 
dictates his mail to his own private 
secretary 

So far so good. Although the Smith 
Agency is a large one Mr. Smith has left 
orders that if anyone writes in regarding 
the cash surrender of his policy this ts 


to be referred at once to the manager 
A few days later such an inquiry comes 
in. It is looked up and found that one 
of Jones’ old policyholders is inquiring 
ibout his cash surrender He is given 
the information and in a short time he 
calls tor the cash on his policy. 

This is an important 
Agent Smith He has 
Jones a considerable amount and 
above his and his only 
cleaning up is out of renewals 
ntly something is happening to 


sign to General 

advanced Mr 
over 
commission 
way ot 


Appare 





Jones’ business. He asks that all cor 
respondence on any case of this kind be 
brought to him and through his con 
jnections with inspection companies and 
| the like he finds out that the man wh 
| has just cashed in his policy has taken 
out more insurance through the Doe 
{seen \ He knows that this one policy 
|holder is just the beginning, and that 
| before long one after the other of these 
fold) policyholders will cash in = and 
transter to the other company 


Has to 


| Why is Agent Jones twisting his own 
|}business? He is doing it because he is 


jon an advance 


Make a Showing 


he cannot earn by 
rdinary means and in 


which 


order to make a 


js! wit with the Doe Agency he must 

jswing his old polievholders to the new 
pany as auickly as possiblk In this 

way he is able to keep up his $200 a 

| week commissions 

j This is as far as the case of Agent 


progressed at the time a 


presentative of THe Nationa UNDE! 
WRITER interviewed General Agent Smith 
lt is a real true story, but the names 
sed are not true of course General 

\ t Smith savs that he can predict 
lexactly what will happen to Mr. Jones 
lilt has }] ened many other cases 
land will hape with many more Very 
s n Gener l Avent Doe will ! d out 
t t he cannot i ft d to cont ue the 
babed L ly ct Not or that, but Agent 
] es will see the } nd vrit gy OTF the 
ll | lake pre rations to impress 

‘ e other general agent ind make a 
l rrang ent with him. He may 

eve t i larger advance this time 
. 2 he will wx ro one general 
ent to another leaving a debit balance 

st him in « case and wasting a 

lot his own t e twisting his own 


and tr uning thi 


lose out, but tl 





New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 
Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects People who have written the ad 
Office for information. 

Fidelity is a low-net-cost company operat - 
ing in 40 states. Full level net premium re- 











serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 





Z 
We Wont_~- 


YOU, 


rele GENERAL AGENT 


HERE o 
aginaw © 
MICHIGAN 
—that is, if you merit the big oppor- 


tunity of this pe Saginaw has 
enormous possibilities, tor it is a 


sition 


manufacturing city of first rank im 
portance To land this agency, you 
must be a good personal producer of 


large earning capacity, high social 
and financial re sponsibility— 
‘ading old 
npanies in the 


position 
for we are one of the k 


line lite insurance cor 


country, with policies in force of 
over $125,000,000 
If you can qualify, we will help you 
in finding and closing business and 
in your general development; help 
vou with policies having new selling 
features and settlement provisions, 
and with one of the lowest percent- 
ages of rejections in the U. S 
, ntract lirect with the home office) 
wil 1 f liberal st year ymMMission, 
ssior " llection fee, an 
< lowar nd a business development 
weal 
W rite $ j Address H-@&; 
care The National U adewwethen. 
NOTH We ulso have mn unusually attrac 


t for g 1 salesmen whose 


periet . 











proof sheets. 





Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. 
them to put over your message or your special sales contest. 


BUSINESS CARTOON SERVICE 


35 South Dearborn 


Use 
Send for 


Street, CHICAGO 











NATION 


THE 





others will also be losers before they 


get through with him. 
in the whole system 
payment of advances. 


seems to be 


The weak point 
the 
It is a strongly 


intrenched custom 


and a hard one to 








beat. Some of the general agents will 
not do it. Others are so careful in their 
selection of new men that they do not 
get agents of the calibre of Jones. 
Some base their commission upon the 
agents volume of new business and prev- 
ious records with their company so that 
a change is of no advantage to a man 
in one’s position, but on the whole there 
are many general agencies in just the 
fix that Mr. Smith is in. 


Actuary I. P. Mantz on 
Child’s Endowment Plan 





CTUARY I. P. Mantz of Des 
Moines furnishes some interest- 
ing information about child en- 

dowment policies which many com- 
panies are now writing. He says: 
‘Early in 1919 there was announced 
to the agents of the Western Life of 
Des Moines, Ia., a form of policy to be 
written on the lives of children from 
ages 1 to 15, since popularly designated 
as ‘Child’s Endowment.’ This form of 


policy had been formulated by me dur- 
ing 1918. 

‘The idea back of this policy was not 
so much to serve as a medium for creat- 
ing an educational fund for the child, 
but rather to serve as a concrete ex- 
ample of thrift, to secure to the child 
a start of an estate in life insurance 
either partly or wholly paid up when 
adult age is attained. Further, the idea 
was to sell to the next generation, 
through the youth the present, the 
idea of life insurance protection. By 
expansion of this idea and its persistent 
and intelligent exposition the agency 
lorces few companies have suc- 


or 


ot a 





ceeded in writing a very satisfactory 
volume of this form of insurance 

Plan 

“Within the 


other comp 


lowment 


May Get Support 


last 


nics 


about 50 


d child's 


year 


have 


or so 
announce 
policy torms, but are not 
iccesstul in writing any greater amount 
ot such business than has always 
leretotore written by some 
educational fund insurance, | 
pout 15° perce of the entire 

Chis only to prove that 
value unless 


ene 


been 
companies 
as purely 


1 
i 
1Z., al nt 


' 


gocs 


no 





“Four years’ experi th 
ndowment has developed the fé 
interesti ng features: 

1 It the m t l : 


ence wi 


d along proper actuarial lines 


tten it 
ot policy 


It opens up a field of 


renews bet- | 


prospect 
I I 


erwise ava! 


| It can be made to incre ‘ n 


ut 10 
en he 


nercent, 


rents properly trained. in addi 


proe mega 
7 fae 


In Now a Permanent Service 
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“| 





( ne ‘ ent 
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££ ane t 
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r ‘ 1 for ot ol on t! 
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he child perflus Unde 
ditie n ends ent on tl 
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“_ the ¢ ‘ ritte the reg ar | 
re dant le | 
New York Life } ‘ red $11 | 

fund from the treasury department 
hecaurge of erroneously collect } taxe | 
r preceding years 


AL UNDERWRITER 





TALKS WITH LIFE 


INSURANCE MEN 
| 





OME of the Chicago newspapers got | through it without blundering or hesi- 
a report that Leo Koretz, who was | tating. The language may change, but 
exploited in the daily papers of that | the basic arguments should remain the 
2g a few weeks ago as having swindled |same. It should be a well prepared 
1 lot of men in a plantation in the Pan- | sales talk. 
ama Canal territory, carried $15,000,000 | Mr. Thornton said that unless the 
life insurance, all in the New York | agent knows at the beginning what he 
Life. This, of course, was an amazing | is going to say he is likely to ramble 
bit of information if it were true. The | and not only fail to secure attention, 
insurance newspapers were interrogated | but to irritate a busy prospect. He 
about it. The facts were that the New | should aim to capture the prospect's in- 
York Life had $25,000 on Koretz. terest at once and lead him in the right | 
The report that the daily newspapers | direction. Mr. Thornton declares that 
gathered, however, brought out an in- | the ideal set speech for any agent to 
quiry as to how much life insurance a | use is one prepared by himself. When 
man could get today who could pass a | he can inject his own personality in it, 
good medical examination and could} then it will have the ring of sincerity. 
stand up under the inspection. Those | He will find that his own set speech 
who have had opportunity to scour the | is far more valuable than any that can 
field for insurance stated that probably | be prepared for him. Mr. Thornton 
a man of this character could get $6,000,- | says: “Eloquence and fine diction play 
000 which would pretty nearly exhaust | little part in the sale of life insur 
the capacity of the country. 2 ance. Sincerity, earnestness and en- 
Kresge, the chain store man of Detroit, | thusiasm count far more. If an agent 
who was in the market some months | has these it will not be hard for him 
ago, was able to secure $5,000,000. | to devise a sales talk which will make 
Companies as a rule are shying at these | the most indifferent prospect listen to 
very large cases. It would take a | him.” 
mighty good risk to get above $3,000,000, x x * 
* ¢ * yy ay og | think,” said Georg: 
IME was when life insurance com- E. Lackey, general agent of the 
panies stressed the volume of busi- | Massachusetts Mutual Life at Oklahoma 


ness written. Much ado was made over 
it Then later, it was said, “it’s the 
paid for business that counts—written 
applications mean nothing unless the 
policies are issued and delivered and 
the premiums settled.” Now they are 
going a step further. Emphasis is laid 
on the annual increase—the net result 
of the year’s operations after the not 
takens, lapses, maturities, and death 
claims have been charged off the books 


This tendency is in the right direction. 
It is axiomatic to say that “the business 
that stays is the business that pays.” 

President E. D. Dufteld of the Pru 
dential commented very pertinently in 
his recent annual statement to the vollhke: 
of directors of that company when he 
said: 

“We believe that the results secured 
during the past year demonstrate the 
visdom of a continuance of our policy 
in making production dependent upon 


conservation and a= diminishing ex 
pense rate. The company has experi 
enced the largest production in its his 
tory, but while this has been obtained 
we have at the same time been able to 
materially reduce the number of can 
cellations and bring the company’s ex 
penes vas to the lowest it has ever bee: 
“Conditions may arise which will 4 
ent our attainme such satistactor 
result both production and conserva 
tion, but we believe that we should ad 
ere firmly to the principle above 

dicated, even tf it should result in a 
dimunition of new business, and that 
our poli \ should alwavs he to work for 
a definite reduction in expense ratio and 
then procure as much busines as that 
ratio will permit.” 

As a result of this policy. the Pru 
dential enjioved a substantial decreas 
in the number of lapsed policies, bot! 
ordinary and industrial, in 1923 

* * * 

off WY LIAM THORNTON, at. the 

home office of Life Insurance Com 
pany f Virwinia, savs that many agents 
underrate the importance of the first 
step the interviey he ~ 
a prospect with little thought of w t 
thev will trusting to the moment te 

poly information Mr. Thornte d 
clare that thi 1 por plan 1 il 

t the quickest thinke Some me 
vho ‘ sel reliant } vhose wit 
come eadily t their atid car ‘ on 
these } T flashes of spiration but 
the ranl nd file, he declares, should 
have ome et peech or irgument 
the rht out ahead of time 

Mr Thornto says that a set peech 
hould not be a sing-song recital of a 
iew cold facts, but a carefully thought 

plan of presentation prepared by the 
agent beforehand until he can go 


the other day, “that we lite insur 
men make a mistake in not appeal 
to the selfish instincts our pros 
pects more than we do. It is true that 
life insurance is fundamentally an un 
selfish proposition, an appeal to the love 
man his family and his 
and to the noble instincts which impel 
him to protect and to provide for them 
1 am going to forget that or 
fail with such 
when it seems ision to do 
Sut look at it Down here u 
nv state very wealtl 

monev hand 


es 
ance 


my 


or 


ota 1or home 


not ever 


to act mn 1d¢cas 


this 
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way. 

a lot of 
making 
up enormous in 
handsome homes and art 
white diamonds in a wa\ 


there are 
oil met Chev are 
are piling 
ave 


ving blue 


COMES, h 





astonish vou if vou knew 

to such men about the} 
of protecting their families and 1 
wm laugh at vou. I know 
it has happened to me. 


that would 
| Calk 


Make Serfish Appeal 


“Tow 


lv solution ot 


then to get at such prospects? 
this problem is to m:; 
a selfish appeal. | ask them about thet 
l old age, what certainty thev will have 
of being adequately provided then 
though their families are pr 
against want and | ring in all the 
MWnees about the Way wealth some 
night and all that 
men know how 
sometimes And 


seriously consider 


ike 


tor 


eren otected 


ove! 
All oil 
takes wings 
get them to 
ne such things, | show the 
f ndowment at 65 
No, there 
msurance men must mainh 
but that on many 
be, to t the needs ot 
pects, more ot a selfish apy il thar 
thought and that 
nly Way to bring home tiie 


sappcars 


sort of thn 


advantages 
and | put it 
is not anv doubt 


talk 
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that life 
wout protection 
must 


there 


netimes needed, 


Ht other mornin , said tl 
officer of a company, “lI 
agents’ root 


went in there 


{ vour fel 
who will 
or imsurane 
going to geta 
That 
the othe All 
before 2 o'clock 
man had two of them 
proves that solicitors 
mere children 
winning a 
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| irt and that the 
| prize is always a big idea 
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“I remember way back when George 
W. Perkins of the New York Life, and 
there was an agency manager who knew 
how to handle men, got rather angry 
with me. I had merely observed that it 
seemed childish to offer New York Life 
men a bunch of lead pencils for every 


he 


$1,000 of new business and asked if 
really thought such plans effective. Mr 
Perkins rather tartly told me that | did 
not grasp the idea a little bit 
Mark of Supremacy 
“He said ‘An athlete trains for weeks 
for the 100-yard dash and wins the 
event. What does he get? \ gold 
medal costing perhaps $10. Is_ that 
rated as compensation by him for the 


gruelling training he has had to endure ? 
Not by a darned sight. But the fact 
that the $10 medal was a prize, a mark 
supremecy, a mark of distinction, tl 
is what constituted its value in his eyes 
Agents are chilcren and like all of us 
hke to win prizes. When you under- 
stand men better you will not reason so 
foolishly about lead pencils as prizes for 
new business.’ Whereat I collapsed lik 
an accordion, for I knew Perkins was 
right. And in managing my agents | 
never dilate on the value of the prize but 
have much to say about it being a prize 
which only winners may h . 


* * * 


RESIDENT R. W. STEVENS ot 

the Illinois Life talking: “I believe 
that solicitors are making a very grave 
mistake in allowing prospects for bus! 
insurance entertain a belief that 
premium payments are permitted to be 
deducted irom income tax rett as eX 
think that they should show 
this on every occasion 
this is not done, as it should 
lam certain, Onl, las 
at 
agent 


cl lat 





ave 


ness to 





pense. | 
the fallacy 
sible. That 
be done ilways, 
week I was present 

prospect and an 


or 


a conterence wit 


and the pro- 














spect had the notion that preninum pay 
ments were deductible expense and so 
expressed himself. The agent did no 
oppose this and I being mereiv a hstene 
and looker on, did rot ¢.re to tak t 
hand in the matt Past su things 
occur everv dav donbtless, and agents 
would wise to put themselves on rec 
ord, every time, as against such theories. 
Can Take Out the Sting 
They can take the sting out ot t 
thing perhaps by pointing out that u 
event of the maturity of a policy t 
proceeds paid to a business firm 
not be counted as income. The impor 
tance of this is not always poin | 
think And there is another ! 
connection with this that hi 
bearing on our business. Ou 1 
s always in the lap of the gods. By this 
| mean that there is no telling what 
( onwress or stat legislatures will deo 
to us. For this reason not only every 
lite insurance official, but ever) lite 1 
surance igent as well hould be ever 
nindful that the reputation ot the bus 
Ness = h s ch iT 4 
Not Tax Evasion Device 
lf lite insurance is presented as a 
eans of evading taxe trouble to the 
business will come s surely is God 
n le little apples One instance of thi 
ort of thing, brought to the ttention 
son adical congres n, ight 
bring all kinds of trouble in its tra 
Che very dea « i tax dodger, an ippel 
lation which eve honest m despise 
In l« ( niort 1 lite wura t 
ré ellar o every id 1 we hay ( 
aie t\ nd obility ot t! s bus css \ll 
‘ 1s everv one of us, must do his part 
keep the hus ss clea < 
ching 
| sib] be both i 
tacttul at the ime time, but 1t ‘ 
1 be a tr 2 % ivUTessive 1 
feat the pu se in mind 
ry dertul things whi i ) 
holder will later find in his hte suran 
poly Vv, are none too great to mat 
with the issertions of s ‘ ents w ’ 
think the only wav to sell anything 
to tell more about it than there 1s to 


tell 
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—— — eee ss pa — rE 
us to what life insurance will do for | 
them. Probably these corporations feel | 


that a small donation in hand is worth 
more than a larger sum in prospect. 
This is true in the isolated instance. 

“Yet, if a sufficient number of con- 
tributors aaa charities were sold on this 
proposition, the receipt of substantial 
sums at maturity of endowments or at 
death would be far greater in amount 
than annual contributions equal to the 
premiums paid, and these institutions 
would get much more in the aggregate. 
Moreover, the insurance plan has this 
superior attribute. The donor would 
feel duty bound to keep up the premi- 
ums as long as it was humanly possible, 
whereas if the contribution were an an- 
nual gift of cash to the charity, that 
might be rescinded for any number of 
petty causes. In the event the insured 
should cease paying premiums the in- 
stitution could either continue them or 
cash in the policy with its accumula- 
tions. |! 

“To the usual objection that the in- 
stitution needs immediate funds, the fol- 
lowing reply can be made: 


| talk 


1. Every contributor will not be able 
to obtain insurance. 

2. Dividends paid in cash at the end 
of each year will give the institu- 
tion an excellent annual income. 
3. Contributions will be greater 

through insurance. 

4. Instead of losing money by the 
death of a contributor before his 
contribution is completed, the insti- 
tution will be a gainer 

“Also let us not forget that such life 

insurance is not taxable in any amount 

under federal or state inheritance tax, 
even though the insured pays premiums. 


In New Jersey and Pennsylvania chari- 
table bequests by will are taxed 5 per- 
cent and 10 percent respectively. There- 
fore, how much more economical would 
it be for wealthy persons interested in 
institutions, instead of making testa- 
mentary bequests in their favor, to in- 


their lives in their favor and allow 
their legal estates to descend where the 
tax would be less. When the premium 
deduction from gross income is consid- 
ered with this saving, an excellent sales 
may be built on taxation.” 


sure 


| EXAMINATIONS OF COMPANIES 


| BY THE STATE DEPARTMENTS 


BY W. HH. PHIPPS : : a] 
Shaautaed, 0., Former Director of Commerce of Ohio 


HILE I was director of com- 
W inerce of Ohio, having among 

other things general supervision 
of the division of insurance, I was 
greatly impressed with the conviction 
that insurance was greatly burdened by 
the system of supervision that has 
grown to be a part of each state admin- 
istration. Many instances came to my 
attention of the abuse of confidence on 
the part of state officials. I am not re- 
flecting on any one then connected with 
the office. B. W. Gearheart, who served 
as state superintendent of 


was connected, is a man of high purpose 
and a man of great ability, absolutely 
honest and fair to everybody. How- 
ever certain instances came to light of 
transactions of former officials that were 
at least in bad taste. 


Vultures Were on Outlook 
for Something to Devour 


The president of a new and now pros- 
perous company told me of an instance 
when his company had been examined 
and the examiner’s report filed late one 
Saturday. On Monday morning follow- 
ing, the president of a company which 
seeks to thrive by the downfall of new 
companies was in the office of the su- 
perintendent of insurance with an assist- 
ant to look over this report. It would 
seem that someone had advised him of 
its filing. 

I am not telling the men in the insur- 
ance business anything new when I 
say that certain companies watch for 
signs of trouble with any new company. 
I may go far as to say that they 
even try to make trouble for them hop- 
ing thereby to take over the new com- 


sO 


pany at a fraction of the cost incurred 
by the stockholders. Such companies 
may well be likened to vultures. They 


ought to be outlawed. While we think 
there are enough companies in the field 
now, yet where men are willing to in- 
vest in a new effort they ought to have 
the right to a fair trial. 
Needless Expense Is Imposed 

on Various Businesses 


insurance | 
during the administration with which I | 








But this is not the most important 
thing which engages our attention. We 
are greatly concerned at any needless 


expense imposed on insurance compan- 
ies for such needlessly increased expense 
reflects in the increased to the insured. 
Unscrupulous and thoughtless people 
are ever talking of making the rich bear 
the burdens of taxation. The banks 
must pay more; if they do, interest cost 
must increase. Manufacturers of au- 
tomobiles must bear a heavy tax, but 


the buyer of the automobile pays 
tax, 
but he passes 


Manufacturers must pay more tax 
it on to the consumer of 


the | 


| 
| 
| 
| 


his goods. They must or they could 
not exist. In every phase of business 
the increased cost to business is passed 
on with additional overhead to the pub- 
lic at large so that the public at large 
when they join with the knave who 
would exploit them to his own advan- 
tage, is only increasing its own burdens. 
I ask my readers to investigate for 
themselves in any line they may desire 
and see the result. 


Increase the Price to 
Cover the Extra Tax 


Let us bring it home to you. We 
will suppose for instance that you are 
the manufacturer of plows and are do- 
ing fairly well; so well that you have 
drawn the attention of some blatant agi- 
tator to your prosperity and there is 
thereafter a cry to increase the tax on 
your plows. You have been making 
them for $8 each and selling them for 
$10 each, thus receiving $2 on each plow 
sold, as profit. They succeed in pass- 
ing a law that increases the cost of your 
plow to you to $10. Do you sell the 
plow for $10? No, you could not, for 
that would not give you any profit. You 
immediately increase your price 
$12.50, figuring the percentage 
profit on the total cost of the plow 
you, This is the case and must be 
assuming that you continue to make 
the plow using the same workmanship 
and materials as before. 


Cost of State Examinations 
Become a Heavy Burden 


sO 


Life insurance is a business and it is 
the greatest business in this country or 
at least it is one of the greatest. Before 
any company can proceed to do busi- 
pes in any state, it must have author- 
ity from the officials having charge of 
the insurance of that state. Before such 
authority is issued the affairs of that 
company are examined by examiners 
from the division of insurance of that 
state. Such examination will cost from 
a few hundred dollars to many thous- 
ands for each such examination. Not 
only that but recurrent examinations 
take place at frequent periods. Many 
of the larger companies are doing busi- 
ness in every state in the union. Hence 
their expenditures are very heavy. I 
am informed that one well known Ohio 
company paid out something like $60,000 
for a single examination participated in 
by representatives of several state in- 
surance departments. 


Examiners Often Named 
For Political Reasons 


Many of these examinations are care- 
lessly made, in fact often by examiners 
not competent to make a good examin- 
ation. Quite frequently examiners are 








appointed for sities reasons with little 
thought as to their education and quali- 


fications for the work and were the 
company being examined they might 
not find the bad administration of the 


company or even its actual violation of 
the law. Oft times when such examiner 
has fairly qualified himself for the work, 
he is taken out of the work and dis- 
missed so that he may make room for 
a new and inexperienced man. Little 
heed is given to the work of the em- 
ploye. Political pull counts vastly more. 


State Supervision Costs 
$50,000,000 Every Year 


I am making an estimate and it is 
only an estimate, when I say that state 
supervision of insurance costs the in- 
sured of the United States more than 
fifty million dollars annually, in fact 
I think much more, judging from the 
information at hand. Insurance com- 
panies pay this vast sum but they pass 
it on to the insured who pay in in- 
creased cost of insurance. Never over- 
look the fact that the insured ultimately 
life, 


pay whether the insurance be fire, 
accident, tornado or any other kind of 
insurance. 


Some Remedies Are 
Suggested As Improvement 


The principal that underlies all busi- 
ness, rules insurance as well. The in- 
creased cost is passed on to the insured 
and he ultimately pays. Now what is 
the remedy: 

1—Since practically all insurance com- 
panies do an inter-state business, ought 
not Congress to establish an insurance 
department and control the examination 
of companies doing an inter-state busi- 
ness. Companies doing only a local 
business confined to the limits of the 
state in which they have their home of- 
may be examined by state author- 
ity. An examination by the national de- 
partment of insurance which results in 
approval of the business and policies of 
the company should entitle it to do 
business in any part of the domain of 
the United States. 

2—lIf it be thought best not to es- 
tablish a national department of insur- 
ance, then under regulations duly es- 
tablished and provided for by act of 
Congress, the examination of an insur- 
ance company in any state if approved 
should be accepted without any further 
examination by the insurance depart- 
ment of any state in which they desire 
to do business. 

3.—If each state is to continue to in- 
sist on its own examination, then all 
such states should join in employing the 
same certified accountant to do the 
work so that one charge be made for 
all the states. 


Declares That Assured 
Have Right to be Heard 


I recommend only the first because 
I believe it is best. The second method 
is an improvement over the present sys- 
tem or lack of system and the third 
would stabilize such examinations and 
assure better examination but converges 
closely to the present system. 

I am not connected with any insur- 
ance company excepting as a _ policy- 
holder in five companies. I am 
ested only as an insured desiring less 
expensive insurance. I carry fire insur- 
on a great many buildings that I 

I carry accident insurance, 
tornado insurance. 





fice 


ance 
own. 
insurance, 


I feel 


that we insured have a right to be heard. | 
in | 


We want every possible reduction 
expense and we want right methods of 
examination, assuring wus _ protection 
against possible wrong doing on the 
part of the officers of the companies in 
which we are insured. We want to 
know that they are solvent but we do 
want that service at a minimum of ex- 
pense to the insured. 


Missouri State Life 
State Life 

limits for female risks. 
will now consider applications on 

10 to 14 on the 20-year endowment 
higher premium plans 


The Missouri announces 


lower age 
ages 


inter- | 


health | 


It 


and 


Chicago Suteal Is 
Conducted Wholly for 
Benefit of Deaf People 


HE National Fraternal Society of 
T the Deaf with headquarters in Chi- 
; cago has $5,500,000 insurance in 
force. It is officered entirely by deaf 
people and takes as members only those 
who are deaf. Its home office is 130 
North Wells street, Chicago. Francis 
P. Gibson, the secretary, promoted the 
company and is its manager. Its rates 
are based on the American 4 percent 
table and they are level. It issues three 
policies, a whole life, 20 payment life 
and life paid up at age 60. In addition 
it has a health and accident benefit of 
$5 a week, running for 10 weeks at 
an extra cost of 25 cents a month. It 
provides that if disability lasts two 
weeks the full benefits are paid, includ- 
ing the first two weeks. Disabilities up 
to two weeks are not paid. It puts up 
the full reserve. The mortality last year 
was 61.35. The society was organized 
in 1901, 


Get Big Men as Agents; 
Results Justify Plan 


OHN W. OLIVER, agency manager 

for the Equitable Life of New York. 
at Kansas City, has a very definite ob- 
je ctiv e in the building up of his agency 
He is selecting his own prospects for 
salesmen, and “selling” them on life in- 
surance as a profession. He picked five 
men last year, whom he succeeded in 
“selling” on this proposition; and all 
five of them scored heavily in the recent 
campaign of ten days in honor of Presi- 
dent Day, celebrating the 12th anniver- 
sary of the company. a of the men 
so picked was at the time the manager 














for a national distributing company. 
drawing a salary of around $10,000 a 
vear. Another had a salary of $6,000, 
another was earning $7,500 and another 
$6.000 in his business. Each of these 
worked a month in the agency, then 
took the three weeks’ special training 
course, paying their own expenses, at 
Omaha, for this purpose. Their actual 


selling experience then was about two 
months, one month before and one 
month after the special training, before 
the c campaign of ten days beg an. 

One of these new men led the entire 
agency in production as to number of 
applications, with 33% cases, and an- 
other was second, with 30% cases, the 
former having $103,155 volume and the 
second $96,795. The other new men 
also made strikingly good records in 
| the campaign. These big-type men, 
coming into the profession and realiz- 
ing the advantage of special training, 
also were not burdened with any tradi- 
tional notions as to possible volume 
that they might produce. Mr. Oliver 
had successfully and completely “sold” 
them on the bigger possibilities of life 
insurance, and they went into the work 
with full confidence that the results 
would come upon the application of the 
principles and with hard work. 


WRIGHT GETS ST. LOUIS POST 


Northwestern Mutual Transfers Harris- 
burg Man to Fill Vacancy Caused 
by Fischer’s Death 


Flavel L. Wright of Harrisburg, Pa.. 
has been named general agent for the 
Northwestern Mutual Life at St. Louis, 
to fill the vacancy caused by the death 
of William J. Fischer. Mr. Wright, who 
has been general agent for the company 
| at Harrisburg. will assume his new du 

ties about April 1 

He assumed charge of the 
| office about ten vears ago when it. was 
doing $300,000 business annually and 
built it up to a _ $3,000,000 agency 
Prior to going to Harrisburg he was 
district agent for the Northwestern Mu- 
tual in Nebraska and before that was a 
| special agent for the company. 


Harrisburg 























LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


-nOw- 


TEXAS | 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


-<Ow- 


We may have just what you are looking 
for. Why not get in touch with us? 








PHILIP N. THEVENET 
Vice-President and Secretary 





HARRY L. SEAY, President 


a Insurance Co. 


Insurance In Force 


$73,000,000 


Admitted Assets 


$7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer, in Charge of Agents 


Vice-President and Actuary 


DALLAS, TEXAS 





1°» Southland Life 


PAUL V. MONTGOMERY 





























Chicago National Gnoderwriters Co. 


202 So. State St. 


TY HE Chicago National 


Life Insurance Com- 





Zt ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


GENERAL AGENTS 


Chicago, Ill. 
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The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City’ by reason of its 
astounding and almost supernatural records of progress. Its 
growth is unprecedented and its future certain. Every branch 
of business is sharing alike in this field of opportunity. ‘‘Things 
are humming” the year ‘round. Weather conditions do not in- 
terrupt the day's business. Hardly a month passes but that a 
new record is made in some line of endeavor. 


There Is Profit in Progress 


Come to Los Angeles to Live,—where opportunity is un- 
limited in the life insurance field. Prosperity and successful life 
insurance underwriting go hand in hand. 


With our co-operation in the field, you will find that the new 
Multiple Protection Policy which ‘‘pays 5 ways” will enable you 
to make an enviable record. 


Last year we paid for two millions per month of new business 
in eight counties. 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years P ACIF IC MUTUAL LIF E Assets over 
old INSURANCE CO. $#:200,00 


Pacific Mutual Bldg. - - Los Angeles 




















LIFE MAN— 


ARE YOU FED UP ON DON'TS? 


There’s a Profitable DO Tucked Into 
Each of These Six Meaty Paragraphs 


1—You cannot afford to let your client seek 
elsewhere for his personal accident insur- 
ance. He has his doctor, his dentist, his 
tailor, his lawyer; YOU be his personal 
insurance man, by providing accident as 
well as life. Does your life company sell 
accident covers also? 


2—Start the ball rolling, with the hard pros- 
pect and the one who feels he cannot afford 
the life policy you know he needs, by sell- 
ing him accident insurance. It gives him 
the “feel” of doing business with you, and 
you can later follow up with successful life 
solicitation in 60% of these cases. 


3—If your life company does not furnish dis- 
ability covers, you have competition to 
meet, because the other fellow’s company 
does. Meet it with our Non-Cancellable 
Accidental Death and Disability forms. 


4—Remember that “Dad” has the family 
played up to him in a sentimental light by 
every life man who solicits him; mavbe 


“Dad” would be interested in some per- 
sonal insurance in which he himself is the 
beneficiary—something he don’t “have to 
die to beat.” Get next. 

Sometimes a man delays making applica- 
tion for life insurance because he questions 
the outcome of the examination; take his 
application for our Non-Can Total & Per- 
manent Disability policy and clear up the 


question. It may mean big business. 


6—Stick to life insurance as your job; but 
cover every opportunity. Borrow your 
kid’s Scout motto—‘Be Prepared.” Have 
the goods in the Accident line. If your 
Company writes accident, sell it; if not, get 
our line of accident covers. They extend 
from the very economical, simple disability 
policy clear through to the elaborate and 
high priced covers and everything in be- 
tween is included. 
Simply indicate your interest in this matter, 
and we'll help you. DO more profitable 

business with vour clients. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, PRESIDENT 


KANSAS CITY 


CHICAGO 
INSURANCE. EXCHANGE 


LOS ANGELES 
719 DETWILER BUILDING 


NEW YORK 
50 PINE STREET 





